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LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1955 


ASSETS LIABILITIES 


5,406,999 79 f sees $ 186.710.6827 16 

946,030 04 Reserve Expenses 1,621 400 00 
62,40 316) Reserve for Uneerned Premiums 52,622,853 30 
236,182 94 . Taxes and Expenses 290,258 00 


Re ance 
3,803, 13) 44 


3,086,000 0¢ 


9,721,363 9 Capital 15,000,000.00 
365,827 6! Net Surplus 66,614,175.00 


Total admitted Assets $186,966,567.02 Total $186,966.567.02 
SURPLUS TO POLICYHOLDERS $103,614,175.00 


Securities carried at $3,806 805.9! in the above statement are deposited as required by law 


GIRARD INSURANCE COMPANY NATIONAL-BEN FRANKLIN INSURANCE 
OF PHILADELPHIA, PA. COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1955 


DECEMBER 31, 1955 
ASSETS LIABILITIES ASSETS LIABILITIES 


Cash $ 534,201 96 ’ 1 Losses 54,862 ‘15 ‘ ‘ snes 2 
Expense 69,400 ; 2 ve for Loss Expenses 169, 400 00 


5 ¥54 842 54 


Mortgage Loans on Real Estate 1,283.32 

*Bonds and Stocks 2 435 20 i’ 
terest i Expe 

t 1 57418 

Capital 2,000, 000.00 


Agents and Departmenta 
Bala . 
tal 1,000,000.00 
Capita 3 tid P 584 Net Surplus 6,130, 306.17 


Real £ 


A her Assets 262,765 55 Net Surplus 6,025,032.36 
Total admitted Assets $16,157,470.93 Tetal $16,157,470.93 


Total admitted assets $15,413,231.28 Total $15,413,231.28 


SURPLUS TO POLICYHOLDERS $7,025,032.36 SURPLUS TO POLICYHOLDERS $8,130,306.17 


es 


Securities corried ot $795,543 4! in the above statement are deg ed 


MILWAUKEE INSURANCE COMPANY ROYAL GENERAL INSURANCE COMPANY 
OF MILWAUKEE, WIS. OF CANADA 


DECEMBER 31, 1955 
DECEMBER 31, 1955 
ASSETS LIABILITIES 
Cash $ 1,089,155 22 ' 1 losses $ 5,306,055 46 ASSETS LiABLITIOS 
Mortgage Loans on Real Estate 332,501 95 esery ot s Expenses 459 800 00 Ses Reserve fer Tones end Expenses $ 3.980686 
Bonds and §$ be 38, 550,037 75 iP er 698 69 a idl 4 Capitel 100,000.00 
Interest due ond « ed 99 954 B4 ‘ 806 ‘ m ‘ $2 Met Surplus 353,917.08 
Agents ond Deportmenta on 39.161 5 ents ‘ 184 85 
Bolances 2,885,992 37 Capital 3,000,000.00 
All other Assets 410,264 17 Net Surplus 18,367,104.65 Total admitted Assets $457,897 94 $457 897 94 


Tetal admitted Assets $43,367,906.30 Tetel $43,367,906.30 
SURPLUS TO POLICYHOLDERS $21,367,184.65 suaPius TO 


rried et $55.720 22 the eheove statement ere deposited as required by low 


POLICYHOLDERS $453,917.08 


Securities corried at $2,955,430 62 in the above statement are deposited os required by low 


THE METROPOLITAN CASUALTY INSURANCE COMMERCIAL INSURANCE COMPANY 
COMPANY OF NEW YORK OF NEWARK, N. J. 


DECEMBER 31, 1955 DECEMBER 31, 1955 


ASSETS LIABILITIOS ASSETS LIABILITIES 

Cash $ 2050054 99 or Losses $19,529 061 00 sees $24,001 921 00 
2.247.095 00 olga loons o e 2 2 25 ery ss Expenses 2 664.267 0 
d Premiums 16.372 965 392 


¢ Tones and Expenses 1,656,025.00 


Mortgage Loans on Rea! Estote 13,788 26 ss Expense 
48 966 786 82 rve for Uneorned Premiums 13,646,779 68 


Taxes ond Expenses 1,647,113 69 


“Bonds and Stocks 
Interest due end accrued 167, 466 '5 Reserve for 
Agents and Departmental! . 4 ¢ vrance , funds held wader reinsurance 

Bolonces 3 509 949 53 Treat 197,366 35 ne 171087179 Treaties ooo 700 
Equity in Marine end Foreign ° lie 167.463 00 or and Foreig . . 119 854 97 
Insurance Pools 150,789 49 Capital 3,000,000.00 newuranc 20 36.973 17 1 000 000 00 
All other Assets 231,563 29 Met Surplus 14,455,519.01 sther Assets 276,839 35 Met Surplus 16,332,993.06 


$55,090, 398.13 Total edmitted Assets $64,6172,064.84 Tetel 964,612,064 44 
SURPLUS TO POLICYHOLOERS $19,332,993.06 


Securities carried ot $1,691.17 dint eboyv te mt ere deposited os required by low 


Teta! edmitted Assets $55,090,398.13 Totel 
SURPLUS TO POLICYHOLDERS $17,455,519.01 


Securities carried ot $4,426,379 84 in the above statement are deposited as required by low 


*Valuations on basis prescribed by National Association of Insurance Commissioners 


HOME OFFICE Pacific Department 


Western Department 
120 Se. LeSelle St., Chicage 3, Ilineis 10 PARK PLACE, NEWARK 1, NEW JERSEY 220 Buch %., Sen Prancicce 6, Calif 
Foreign Department 
th: lad ’ 
Sees Capetaen 102 Maiden Lone, Mew York 5. Mew York 800 Boy %.. Terente 2, Onterie 


Canadian Departments 


112 Commerce &., Cullen 22, Tones 206 Sensome $., Sen Francisco 4, Calif 535 Homer %. Vencouver 3, 8 ¢ 
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In 
TIME 
and 
NEWSWEEK 


ads similar to this 
are appearing regular- 
ly to build prestige 
for, and to assist, our 


RP . = . 
vepresentatives m 


their daily efforts. 
Each ad reaches mil- 
lions of persons who 
are prospects. 

This, coupled with 


our training, top-notch 








sales aids, and our 
erry . ” . . 
Tailor-Made policies, 


designed to meet indi- 





: . ‘ ° 1 
Out of her reach? Not as long as daddy is here to give it to vidual needs, will make 


her. Already you have given her a home and are planning to give 
, F ; : more money yor you 
her an education along with all the other good things of life. 


. ° > 
Better have your insurance program reviewed now, for the under 


minute your youngster was born it became obsolete. It must be 

re-arranged, immediately, to do the most complete job of protection. 
Y 1p . ra 
PAN-AMERICAN’S 

7 up ‘ rmpep la 

CAREER CONTRACI 
A Pan-American Representative will —e 

be happy to assist you in reviewing f America’s 

wey . , 
your life insurance program. He sf ' Tm foremost Guardian of Your 
) mutual 
P 7 ” . 

i life l omorrow applies to 

gram for you, for your particular , a insurance ) ° , ) 

needs, and very likely save you . | companies Pan-American > Repre- 


can design a “Tailor-Made” pro- 


alia he sentatives as well as 


ae-TatyVaal-lalet- la) its Policyowners. 


Offering all forms of Life Insurance 


LIFE INSURANCE 
COMPANY 


“Guardian of Your Tomorrow” 


Group and Pension Plans 


President 
You will be glad your Pan-American Representative called—welcome him. 





PAN-AMERICAN LIFE INSURANCE COMPANY Without obligation, please send me Gru 
2400 Canal Street. Dept. PRJ—1856 full information about your “Tailor 3 
New Orleans 19, La., U.S.A. Made” Plan, 


Executive Vice Preside mt 
Name 
Address Date of Birth 


City State Kick JO KL far Iw 


Vice-Pres. & Agency Director 














“When someone's counting on you ... you can count on life insurance.” 
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here YOU are 


The Saturday Evening 


This is your life —this is the story of you, an insurance agent 
as told for you by The Employers’ Group Insurance Companies, 


in the June 9 issue of The Saturday Evening Post. 


Your importance to the buyer of insurance is powe rfully presente dl 
in this advertisement one of a series of hard hitting full pages 
on insurance and insurance agents that will appear over The 


Employers’ Group signature in 1956. 


As one of the leading insurance companies operating under the 
agency system of selling, The Employers’ Group has stepped up 
its advertising as one means of providing still greater support to 
you in your efforts to maintain and to improve, if possible, yout 


position in the scheme of things. 
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“Let me tell you something 


there He 


notihed the 


Jim: There’s a right guy! 
Mac: That so 


you? 


what did he ever do for 
Jim: Well, you see he’s my insurance agent 
and 

Mac: Insurance! Man, I’ve had my troubles 
with that lately. Suffered a loss a while ago 
and I’ve been going through the darndest 


More 
it’s taking all 


hassle trying to get my claim settled 
red tape and letter writing 
my time, and no result yet 
Jim: Handling it yourself? 

Mac: Yeah, that’s right 

Jim: Uh huh, well, you’re evidently not get- 
ting the SERVICE that I got when we hada 
fire in the house we lived in on Henry Street 
Mac: How’s that? 


called ry 


right 


Jim I friend cane 


over iway 


about 


( OMpally 


he represents our loss, and every 


thing was squared away in no time 


Mac: Say, that’s all right 
I know from ex 
perience that it pays to do business through 


A Ss all 


pendent businessman here in town, he 


Jim: You bet itis. You see 


this fellow agent who is an inde 


all for you! 


I can see that. I didn’t know what to 


Mac 


do or how to do it 


Jim Incidentally my msurance agent 1s 
as “The Man With The Plan”, be 


Cause he writes all of my insurance through 


that 


known 


well known outfit 


The Employers 
He plans my 


Group Insurance Companies 


* 


about him” 


whole 80 that I m not 
handles all the 
watches renewals 


I d be 


at that 


misurance program 


over or under imsured 


details His scrvice 


ridatiy 
is really terrify lost without him 


Mac 


ting 


It figure My insurance 1s get 


so involved it’s over my head, for the 
most part 

Jim 
simple and easy for you 


He's 


policies It’s a 


gent will make it 
like my 
of mine to 


deal 


An independent a 
man 
switched some package 


new and a mighty 


good one 


Mac: Is that right — what did you say his 
name was? 

Write te The Employers’ Group Insurance 
Companies, 110 Milk Street, Boston 7, Massa 
thusetts and learn the The Man 
With The Plan” in community 


name of 


your 


rue Employers Group 7% 


INSURANCE 


110 MILK STREET, 


THE EMPLOYERS LIABILITY ASSURANCE CORP LTO 


THE EMPLOYERS FIRE 


COMPANIES 


BOSTON 7, MASSACHUSETTS 


NSURANCE CO AMERIC 


AM EMPLOYERS 


with the Con 


NS URANCE THE MALIFAS INSUMANCE CO OF MASS 


This advertisement appears as a full page in The Saturday Evening Post, June 9 
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These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


that hurts! 


All I did was tell this client the amount 
of premiums he'd have to pay for recom- 
mended coverages. You'd think it meant 
bankruptcy, the way he reacted! Later I 
discussed the problem with Pacific 
National's Special Agent. He gave me 
three case histories right here in our state 
where similar protection had saved dis 
astrous loss. That was the clincher. Once 
more, it proved a good policy to share my 


sales problems with Pacific National 


AND IT'S A GOOD POLICY FOR AGENT, BROKER 
AND ASSURED THAT BEARS THIS SEAL 


PACIFIC 
NATIONAL 
FIRE INSURANCE 
COMPANY 


HOME OFFICE + SAN FRANCISCO 
VOREION DEPARTMENT © NEW YORK, SAN FRANCISCO 
CASTERW DEPARTMENT © PHILADELPHIA 
WESTERN DEPARTMENT + CHICAGO 
SOUTHERN DEPARTMENT + ATLANTA 
INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 


‘'reighton P. Cunningham was re- 

cently elected president of 
American Home Assurance. Mr. 
Cunningham’s experience in cas- 
ualty insurance will further the 
company’s multiple-line opera- 
tions. Formerly assistant U. S. 
Manager of Zurich-American 
Companies, Mr. Cunningham 
succeeds Olin L. Brooks, newly 
named vice chairman of the 
board of directors. 


William MacLean (left) has been elected 
president of National Union Insurance Com- 
panies. He moves up from executive vice 
president to succeed W. A. Rattleman 
(right), who has been elected chairman of 
the board of directors. 


Paul R. deMagnin, first vice presi- 
dent of Unity Fire and General! 
Insurance, has been elected 
president to succeed John A. 
Heinze, who advanced to board 
chairman. 

. Lee Kelly will take office July 1 
as Insurance Commissioner for 
South Carolina. During 28 years 
with the insurance department. 
Mr. Kelly served as chief exam- 
iner and deputy commissioner 
before becoming commissioner 

Len K. Sharp has been elected 
president of the Mill Owners 
Mutual. He succeeds H. B. Car- 
son, who retired last December. 
John B. Wise is newly elected 
vice president and secretary; 
L. R. McKibban, vice president 


and treasurer, and Don Meurer, 
vice president and assistant sec- 
retary. 

Russell Hannon was recently 
elected president of the Western 
Fidelity Life to succeed Harry 
W. Sloan, deceased. John G. 
Kemmerer was elected chair- 
man of the board of directors. 

Donald R. Hodder has been elected 
executive vice president and sec- 
retary of Pennsylvania Life. 
Also named a director, Mr. Hod- 
der was formerly an officer of 
Woodmen Accident and Life. 

Oliver A. Berwin has been elected 
president of Jefferson Mutual 

Herman (C, 

sSerwin has 


Fire to succeed 
Kralemann. Mr. 
been associated with the Krale- 
mann agency and Jefferson Mu- 
tual Fire for a number of years 
QO. Gardner, Jr. has been ap- 
pointed executive vice president 
and general manager of West- 
ern Fidelity Life. He was pre- 
viously agency director and ex- 
ecutive assistant to the presi- 
dent of Interstate Life, Dallas, 


Texas. 


Robert A. Crichton, 
Washington counsel 
for the American 
Life Convention, has 
been elected presi- 
dent of Variable 
Annuity Life to suc- 
ceed George E. 
Johnson, CLU. 


Clarke Smith, U. S. manager and 
president of the Royal-Liverpoo! 
Insurance Group, was elected 
president of the Association of 
Casualty and Surety Companies 

William T. 

president of Maryland Casualty, 

Continued on page 8 


recently. Harper, 
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ow about you?” 


The only man in town 
you wouldrit dare do business without ! 


NATIONAL OF HARTPORD GROUP 
of Prcwranae Coeryracvens 


"As a nationally advertised 
Protection Agent, you are recognized 
in your community as the man in TIME 
and POST. 


“Talk about prestige! Brother, my 
business is increasing every month. 


"Why not identify yourself with the 
most progressive promotion in the 
insurance business? Talk it over with 
your National Field Man!”’ 


NATIONAL OF HARTFORD GROUP 


f ‘ Srstwance es OWYCAIMECI 


Od Toth dhs me Val> Me olssllall 34a t40' 2 Me @hailol | Bilal laaiela> Me ho MME @lolalal lot ilottt| 


NATIONAL FIRE INSURANCE COMPANY OF HARTFORD ¢ TRANSCONTINENTAL INSURANCE COMPANY 


FIRE «+ MARINE + AUTOMOBILE «-'CASUALTY + BONDING 
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BALANCED PROGRAM 


full-lines 
producers 


Continental Assurance offers general lines men a balanced 
program to permit profitable sale of life insurance... 
today’s largest and most rapidly expanding insurance 
market. 
FACTS OF LIFE A fast-moving training course ex- 
q pressly prepared to give general lines men a practical 
selling knowledge of life insurance and a foundation 
to support growing know-how. 


SCHED-U-MAILINGS A completely different, per- 

y sonalized, full-year advertising and public relations pro- 
gram, featuring the user (not the company), designed 
to promote business across the board...life and general 
..and to keep the producer sold. 


It will pay you to find out all that Continental Assurance 
can do for you...and why it is the No. 1 life company to 
full-lines producers. Just return the coupon. 


Continental 


ASSURANCE COMPANY 


Your Kind of a Life Insurance Company 


CONTINENTAL ASSURANCE COMPANY 


Dept. 320, 310 S. Michigan Ave., Chicage 4, Iii. 
NAME 
ADDRESS 


| __.. LONE_ STATE 


These Names Make News 


Continued from page 6 


was elected ACSC vice presi 


dent. 


John J. Ford has 
been elected execu- 
tive vice president 
of Pennsylvania 
Lumbermens Mutual 
Formerly Mr. Ford 
was a vice presi 
dent of the firm 


Frank V. McCullough was recently 
appointed vice president’ in 
charge of production for Con- 
tinental Casualty. He advances 
from the post of assistant to the 
president 

Glenn O. Head, actuary of United 
States Life, has been promoted 
to vice president and actuary. 

Richard A. Lydecker, secretary, 
has been advanced to vice pres 
ident of the New York compa 
nies of the Great American 
Group of fire companies 

Donald F. Roberts, vice president, 
was recently elected financial 
vice president of Acacia Mutual 
Life. 


Richard D. Nelson, 
vice president and 
treasurer of Colo 
nial Life, has been 
elected executive 
vice president. He 
is also a director of 
the company. 


George M. Morrison, manager of 
the casualty claim department 
of American Surety, has been 
elected a vice president. 

Dale C. Long was named vice pres- 
ident and agency director, sick 
ness and accident division, of 
All American Life and Casualty. 
George N. Wilmot was elected 
vice president and agency di- 
rector of the life division. 

Joseph W. Brice has been named 
vice president of Republic Na- 
tional Life, Dallas. Formerly 
he was assistant vice president 
in the reinsurance division. 

Ralph E. Casey has been elected 

Continued on page 10 
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Consolidated Functions... 


with IBM" aata processing systems 


Like these nesting boxes, IBM data processing sys 
tems can assemble the data from the many and varied 
insurance files into fewer file units. In some instances, 
as many as 14 separate files have been reduced to 
only four! 


When consolidated in this manner, the many functions 


of the separate files can be accomplished by a single file 


The daily operating file, for example, can not only 
process daily insurance data— daily, but it will also 
provide status and reference on a 24-hour basis. And 
where the IBM 650 or IBM 705 is used, file main 
tenance may be completed on only one pass of the 


data through the system 


But the advantages of IBM’s Consolidated Functions 
are not exclusive to one size or one type of insurance 
company. Programs have been developed for Indus 
trial, H & A, as well as Ordinary Life companies. ‘The 
scope ranges from a straight punched card system 
right on through the medium and ‘giant’ electronic 
data processing systems. One Life company, with 
only 80,000 policies, for example, is successfully using 
the IBM 650 for Consolidated Functions 


For detailed facts on this broad range of applications, 
six folders have been made available. Check and maul 
the coupon below or call your local IBM representa 


tive for your selections 


LIFE INSURANCE DEPARTMENT A56 
International Business Machines Corporation 


90 Madison Avenue, New York 22, N. Y¥ 


Please mail the following folders on CONSOLIDATED FUNCTIONS 


Punched Cards and IBM 650 with Tapes IMM 101, IB6M 650 
IBM 101 (32-6806 32-6794 32-6772 
(Industrial) IBM 650 Industrial) IBM 705 IBM 705 


$2-6795 $2-6807 $2-6404 


, 


To 


N ine 
( ompany 
Street 


City 
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KEMPER INSURANCE REPORTS: 


Lumbermens Mutual Casualty Company These Names Make News 


Chicago 40 Conti 
Stotement at the close of business December 3), 1955, as ontinued from pege 8 
reported to the Deportment of Insurance, State of Iilinois 


(All bends amortized. Stocks of book value, which is less A 
thon market value. If all stocks were valued of market, president of the American Mer- 
assets and surplus each would be increased $5,172476.93) hant M I titut H } 
chant Marine Institute. e has 

ASSETS oe 
been chief counsel of the Mer- 
Resides chant Marine and _ Fisheries 

j 1 5)0 £25.04 ° » 

$1.926.401 8 Committee of the House of Rep- 


mas 1 


12,995 046.44 


ment bond 4310,472.00 resentatives. 
nicipal bond 9,112,065.41 


1 other bonds 11,816,986.52 James A. Finigan 


$44.561.30 Jr., has been named 
ortgages and collateral loan 1 139.576.49 director of the in- 
uding company buitding 809 720.53 surance program 
administered by the 
Veterans Adminis- 
tration. He was with 
Total assets $202,552,123.99 Remington Rand, 
UNIVAC Division. 


5 in Cransmissio 4,165,480.21 


1 059,189.60 


LIABILITIES 


Reserve for losses and adjusting expens $103,177,528.00 Harold E. Oviatt, vice president of 

Reserve for unearned premiums 49,574,047.00 Sanborn Map Company, pub- 

q rve for ta 5 CTISES 1d insur 4 198,384 Al H 7 d 

Reserve f expenses and reinsurance 8,198,585.40 lishers of maps for the insur- 

Reserve for dividends to policy! olders 19.602.165.59 
ance industry, has been elected 

Reserve for portfolio fluctuation 000. 000.00 


Reserve for contingencies 5 000,000.00 senior vice president and a di 
Total $180,552,123.99 rector. 

Net Surplus 22,000 000.00 John H. Becker, 
Total $202,552,123.99 


7 4 th: tet ‘ . - " 
Securities carried at $14,178,560 45 in the above statemen troller of bits Sneusance Com 
ore deposited as required by law 


pany of Missouri, formerly the 


Jr. has been 
named vice president and con- 


A j Mm ists | C Missouri Insurance Company. 
n ; y 4 . rr ° 
merican Motorists Insurance Company ately er inNgO™ ely 
Chicago 40 ; : 
As of December 31, 1955, as reported to the Department of Insurance, State of Ill foot Shoe ( ompany, was elected 
All bends emortized. Stocks ot book value, which is less than market value 


ASSETS 


Cash in banks $ 5,372,306.55 : , 
' knees ident and associate operating 
U.S government bills, certificates and notes 24,886,729 4. 


U. S. government bonds 2? 864,794.73 manager, has been promoted to 


] 


to the board of directors. 


J. H. Freeman, formerly vice pres- 


State, county and municipal bonds 5,824,291.07 vice president and operating 
Public utility and other bonds D133,2e2.11 manager of Retail Credit Com- 
Stocks 114,889.56 pany. 
First mortgage loans on real estate 70,501.62 
Premiums in transmission 1,895,622.56 
Accrued interest and other assets 97487961 Charles P. Herbell 
Total assets $62,336,237.23 has been elected 
president of the 
LIABILITIES Sanborn Map Com- 
Reserve for losses and adjusting expenses $31.115,203.00 4 pany, publishers of 
maps for the insur- 
ance industry. He 
advances from sen- 
ior vice president. 


Reserve for unearned premiums 143,604,586.00 
Reserve for taxes, expenses and reinsurance 2,704,071.65 
Reserve for dividends to policyholders 4.912,376.58 
Reserve for portfolio fluctuation 1,000,000.00 
Reserve for contingencies 1,000 000.00 : : 

Total $54.336,237.23 Donald C. Luce, president of Pub- 
Capital stock $4,000,000.00 lic Service Electric and Gas 
Net Surplus {000,000.00 Company; H. Bruce Palmer, 


Capital stock and surplus $ 8,000,000.00 president of Mutual Benefit Life, 
446,237.23 ; 

Total $62,536,257.2 and Bert A. Jochen, executive 

s t d $3,115,714 03 in the above statement , . . 
matanasan ete St analy vice president of American In- 
surance Group, have _ been 
Other companies in the Kemper group include American Manufacturers Mutual Insur i 
ance Co. Home Office New York 17, Executive Office Chicago 6 and Federal Mutual elected directors of American 


Insurance Co. Boston 16. We will be glad to supply financial statements on request Group. 














on1oaeo 40 Bruce W. Eaken, attorney, from 


ATLANTA © BOSTON + COLUMBUS + DALLAS + LOS ANGELES » NEW ORLEANS Cleveland, Ohio, has been 


BRANCHES Os NEW YORK + PHILADELPHIA * SAN FRANCISCO + SEATTLE + SUMMIT, WN. J. « SYRACUSE + TORONTO Continued on page 74 
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It'S WISE TO MERCHANDISE 


A good garden equipment dealer supplies both the professional gardener and the 
weekend hobbyist with any equipment from elaborate machines to a 


simple hand trowel. 


He knows that his success lies in satisfying both the professional and the 

putterer by giving each exactly what he requires. 

Satisfying individual needs is the way to sell insurance, too. That is why the flexible 
American Businessman’s Protection Plan is the best merchandising tool to sell 
specific prospects in all lines of business. This plan reveals all the prospect's 
insurable exnosures and helps to develop a complete personalized program with broad 
coverage at a cost consistent with quality. 

With The American Businessman’s Protection Plan you sell complete accounts 
of insurance rather than individual lines. Put this profitable plan to work for 

you. Mail the coupon below for your free copy of The American 


Jusinessman’s Protection Plan booklet. 


THE 


THE AMERICAN INSURANCE CO. perry f THE AMERICAN INSURANCE GROUP 


15 Washington St., Newark, N. J 


me a free copy of The American Businessman’s 


Booklet which will help me to increase my earnin 


BANKERS INDEMNITY INSURANCE CO. 
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““Unforeseen events .. . need not change and shape the course of man’s affairs” 


‘ 


They picked him clean... 


And there was nothing he could do about it. It’s different with you. 


‘Trouble can pick you clean—financially—only if you’re unprotected ... against a 
disabling accident, an auto crash, a dishonest employee, a lawsuit, a fire... and 
a whole flock of other things that can happen. But you can be protected properly, 
adequately, expertly. Just call your Maryland agent or broker. He knows how to 
plan the right kinds of insurance, in the right amounts and at the right time. 


Because he knows his business, it’s good business for you to know him, 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and 
Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers 


Another striking advertisement to help build more business for the local agent or br 


framatizing the importance of his knowledge and judgment 
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MUTUAL of OMAHA and UNITED of OMAHA 
Need Top Calibre Qualified Men for Key 
Positions in Field Management 


If you are looking for security, stability and an oppor- 
tunity to be your own boss, you will find them now 


with two of the best known companies in the world. 


If you are qualified... if you feel it’s time to move 
up the ladder, get in touch at once with Howard Dewey. 


(Use coupon below.) 


MUTUAL of OMAHA is the Largest Company in the World 
Specializing in Health and Accident Insurance. UNITED of 
OMAHA is one of America's Foremost Life Insurance Com 
ponies, with more than a Billion and a Half Dollars insurance 
in Force 


Mail This TODAY! 


Mr. Howard Dewey, 
Vice President in Charge of Sales, 
Mutual of Omaha, 
‘ Farnam at 33rd Street, 
MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION Omaha, Nebraska 
Home Office: Omaha 


Canadian Head Office: Toronto 


V. J. SKUTT, President I am interested in complete information, 


NAME 
ADDRESS 


TOWN & STATE 
UNITED BENEFIT LIFE INSURANCE COMPANY 
Home Office: Omaha 
Canadian Office: Toronto TELEPHONE NUMBER 
N. MURRAY LONGWORTH, President 








For Further Information Circle 86 on Card at Page 66 
June 1956 




















Announcing. ~ 


— ARE PROUD to announce the availability of a truly out- 
ast Major Medical Expense Policy for individuals and 
families. Here, we believe, is the ultimate in low-cost catastrophe 
coverage... a thoroughly researched, precisely “engineered” con- 
tract that starts paying where most disability insurance leaves off. 

Packed with sales advantages for the producer and designed for 
every budget, this new Major Medical Expense Policy is easily 
sold in benefit limits of $5,000, $7,500 or $10,000. Outstanding 
features of this “tested” contract include deductibles as low as $250 
... payment of any single disability expense for as long as three 
years... complete indemnity for 75% of the first $2,500 of ex- 
penses in excess of the deductible, and then 85% up to the full 
policy benefit limit. 

We are convinced that this new policy is the ideal, problem-free 
contract. Its cost is attractive. Its benefits are broad and geared to 
provide financial help when it is needed most. For our producers 
these advantages mean “happy” claim settlements, satisfied clients 
and the opportunity to fulfill an important responsibility. 

We know this Major Medical Expense Policy now being written 
by the companies of the Fireman’s Fund Insurance Group — 
Fireman's Fund Insurance Company, Fireman’s Fund Indemnity 
Company, Home Fire & Marine Insurance Company and National 


Surety Corporation—will help you capture your share of the vast 
Major Medical market. 


We have prepared the finest in promotion material to help you 
tell this unique Major Medical Expense Policy story. We earnestly 


invite your queries on this new coverage. 
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SECURITY 


MUTUAL’S One of the leading 
A & H policies in the 


NEW business, it pays 


sickness or 


Tel accident bene fits 


not just for 2,5, or 


roy: ¥ [ey 3 eV - 1 = 10 years, but 


straight through to 


“EXTENDED age 65, for total 


disability. 


INCOME 
PROTECTOR’’ 


Get all the facts about this new kind of extended plan answers a long-standing need in the insur 
coverage paying for continuous total loss of time ance field. You need this plan . . . we have it 
benefits. Here are a few: it’s a non-cancellable, For more details, call a Security Mutual General 
guaranteed renewable to age 65 polic y; it may be Agent n is no Security Mutual General 


id 


purchased by qualified persons aged 18 through Agent list i Ol ea, and y ha h 


YO; it provides from a $50 minimum to a max! f ivency I yer experienc mail 


mum $300 monthly income protection Che 


ecurity utual 


ife nmnsurance 
ompany 


HOME OFFICE BINGHAMTON NEW YORK 
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BRING YOUR LIFE BUSINESS INTO FOCUS WITH MODIFIED TEN 
_. ANOTHER GUARANTEED COST CONTRACT FROM THE TRAVELERS 


When you sell The Travelers “Modified Ten’ permanent 
life insurance policy, you'll encourage Comparison and wel 
come competition. By focusing on this industry leader 
you'll surely enlarge your life account. Over the first ten 
years rates are exceptionally low yet the ‘Modified Ten” ts 
L permanent policy providing cash and loan values, paid-up 
insurance, etc, And, of course, as with all Travelers contracts, 


total premium costs are guaranteed 


Sales and promotional material are available to help you 
before, during and after the sale. And Travelers national 
advertising in leading magazines backs you up every month 


of the year. 


See your Travelers Life Manager or General Agent for the 
exciting details of The Travelers ‘Modified Ten."’ He's as 


near as your telephone. 


The Good “Things tu Life are Guaranteed 


THE TRAVELERS 


All forms of personal and business insurance 
nt luding Life . Accident ° Group 
Automobile . Casualty . Fire . Bond 


HARTFORD CONNECTICUT 
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from 1 to 500 pages, the 
way you want it—the 
instant you need it. 


Mail Postage-Paid Air-Mail 
Card Today for Free Book 


“MANUAL OF MODERN PLASTIC 
AND LOOSE LEAF BINDING” 


—— 


Now—-with this remarkable new GBC 
system you can quickly, bind in profes 
sional style your own manuals, price lists, 
presentations—-in fact, anything type 
written, duplicated or printed from | 
page to 500 pages. You can bind one 
book or as many as you need—when you 
need them—with any type of cover ma 
terial—in your choice of striking color 
plastic bindings. You can create your 
own modern prestige-building plastic 


a ee a a i SF Ee eae eee 


and binding ™ 


OTHER M¢ 
AVAILABLE 
EVERY 

OPERATI 


achine 


bound books. Every page lies perfectly 
flat, without wasted space, without hid 
den gutters. You can do all this at sur 
prisingly low cost—-in your own office 
with no skill or experience required 
The GBC system is used and approved 
by thousands of large and small organ 
izations alike by leading corpora 
tions, one-man offices, government 
agencies, financial and religious institu 
tions, sales and advertising groups 





FIND OUT NOW WHAT THIS . 
new modern plastic 


bin 


WOW yor? 


n vind a\t types 


of rerature 
an MODERN 


Send for 


FREE 
BOOK 


This handsome, elaborate free 
book, “Manual of Modern Plastic 
and Loose Leaf Binding" is waiting 
here for you. You, as well as every 
executive member of your staff, 
should read this idea stimulating 
report on plastic binding. It illus- 
trates the many advantages of a 


prastie wnnins 


et ® 
, f 
pe tar woost att 


GBC Binding System in your office. 
It explains completely the 100] 
applications that will save time and 
money and increase the efficiency 
of your business as well as add pres- 
tige and readership to your presen- 
tation material. Send for your free 
copy today. The supply js limited ! 


GENERAL BINDING CORPORATION 


812 W. Belmont Avenue 


Chicago 14, Ill. 


ing system 


CAN * FOR YOU! 


NEW } MODEL 12-D 


FOR MODERN PLASTIC BINDING 


® It's Prestige Building © It’s Economical 


@ It's Versatile @ it's Distinctive 


IT’S LOOSE LEAF 
and INTERCHANGEABLE 


Standard GBC punch pattern 
accommodates Wide-Back or 
Narrow-Back plastic binding as 
well as new GBC metal loose 


leaf binder 


~a CR RA BM TBM BWM 


FIRST CLASS q 
| Permit No. 36621 
Sec. 34.9 PL&R) 
Chicago 14, til 
Vie Air Mail 
BUSINESS REPLY CARD | 


No postage stamp necessary if mailed in the United Stotes 


\ 


5¢—Pestage will be paid by 


GENERAL BINDING CORPORATION 
812 W. Belmont Avenue 
Chicago 14, Ill. 


| 


Use this Postage Paid 
AIR MAIL CARD 
FOR YOUR 
FREE BOOK 





JOHN E. WITHERS TRANSFER & STORAGE CO. 


Miami and Fort Lauderdale, Florida 


protects its warehouses 


gets better FIRE and BU RGLARY 
PROTECTION and Ky’ ]/7-4) 
4°11,900 


A YEAR 


Our two warehouses in Miami have been safeguarded 
for six years against fire and burglary by ADI beatenenitl 
Protection Services. Similar ADT protection has recently 
been provided for our new warehouse at Fort Lauder- 


dale. Though less costly, these services have proved 


superior to other methods. We estimate our savings at 


Dek WV - 


$11,900.00 a year 


Half a century of ¢ kperience in the moving and storage busi 
ness has established for Withers a re putation as having un 
excelled facilities for the safety of goods placed in their care 

It is significant, therefore, that the three Withers ware 
houses are automatically protect d against fire and burglary 
by ADT Aero Automatic Fire Alarm and ADT Burglar 
Alarm Services 

Thousands of warehousemen and other business execu 
tives from coast to coast strongly endorse ADT Automati 
Protection because they know that it provides vreater se 
curity for property, profits, customers goods and employees 


jobs than other methods, and at Le expense 


not find out what A DT cam do tov you? 


W hethe ryoulr pre Hthise’s are old or hew, «prinklered or 
unsprinklered, an ADT specialist will show you how 
combinations of automatic services can safeguard your 
property. Call our local sales office if we are listed in 


Warehouse your phone book; or write to out Kxecutive Offices. 
No. 2 Miami 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 


A NATIONWIDE ORGANIZATION 
Executive Offices: 155 Sixth Avenue, New York 13, N. Y. 


June 1956 














FACTS 
about 
John Hancock 


John Hancock is among the largest U.S. advertisers of 


life insurance. Its powerful advertising in outstanding 
national magazines is on the job continuously with 
direct, selling copy —to create buyer Interest, Nation- 


wide, in John Hancock life insurance. 


OFM. Hancock 
LO 


MUTUALJZ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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NOW 
YOU CAN 
OFFER 

Have 


our broadest 
and best 
theft protection 


——, 
WHAT SHOULD YOU t- rheespee 
mai; 
WHAT DOES IT DO? DO NOW? "4° PROFITS 
te eal . a | 
vl PE RSONAL Ad tice tue j 
(,et current issue of our al THEPT Cove 
. OVE 
oad to Peorirs’. features : RAGES 
New Broad Form Personal Broadens coverage. In five im- ley line Convenient chart 
Pheft Policy. Replaces Resi- portant ways. Makes it world comp new coverages with 
dence and Outside Theft form. wide in fact. Personal insureds ole Iso offers selling hint 
Desirable change will like it! Great buy.* ist mail coupon, toda 


AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Mailroa to Prof 


Serving Agents for over 70 Years 


AMERICAN SURET 


FIDELITY - + CASUALTY NLAND MARINE 
COMPANY HOMEOWNERS + ACCOUNTANTS LIABILITY AVIATION 


State 
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The Aetna Fieldman 
Ils a Good Man to Know 


ihe Aetna was among the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen long have worked in close cooperation with agents and brokers 

Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen—which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 

The Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions on building a more profitable business. He is a good man to know. 

















Meet R. H. Helvenston—Fieldman in Texas. As a Texan, Meet W. H. Witherspoon— State Agent, Columbus, 
Rey likes to see things grow—and grow big, That refers both Ohio. Bill's ability to see insurance problems from the 
to his garden and the business of Aetna agents. As a hort standpoint of agents is well founded. In his earlier years he 
culturist, Reg has achieved spectacular results with organic operated his own agency. Equally well founded is th 
pardening, and is a member of the Dallas Rose Society and ability he has demonstrated in serving the insurance busi 
birst Men’s Garden Club. As an insurance man, he has ness on legislative matters, for he studied law at the Un 

been Pres. of Texas Ins. Fieldmen’s Assoc,, No. Texas Div.; versity of Cincinnati. He is Past President of the Ohio Fir 

Chairman of Fire Prevention and I ngineering Bureau of Underwriters Assoc.; Past President of the Ohio Fire Pre 
Texas; and currently is Chairman, Underwriters Salvage vention Assoc. His hobbies are golf, fishing and gardening 
Co., Southwestern Dept. During World War IL he was a With the Aetna since 1924, Bill has earned wide respect 
Major in the U.S. Marine Corps for his sound judgment on insurance problems. 


AETNA INSURANCE GROUP 


AETNA INSURANCF COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO 


THE CENTURY INDEMNITY COMPANY ° STANDARD INSURANCE CQO. OF N Y 


HARTEFORD, CONNECTICUT Clinton J President 
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COMBINED 


SALES 
COME 
EASIER 


— because Combined Men have more to sell! 


HERE'S WHY COMBINED 
1s GOING PLACES 


NER HOSPITALIZATION 
up to 
Room and bo 


¢15.00 a day, 
$15.0 incidental ex 


Unallocated hedule up to 


includes surgery sc 


oup PACKAGE 
available for 
covers pre 


NEW WHOLESALE GR 
e Protection 
e employees; 
Guaranteed 


Comprehensiv 
Peter lr Renewable 
conditions ; ve 
' Wholesale Grovp underwritt ° 
. lization Medical Surgica 
i 


ore available 


groups a 
existing 


accordin 
rules both Hospite 
and Loss of Time plans 


NEW UNIVERSAL NON-CANCELLABLE 
DISABILITY POLICY : 
Protector with built-in ogi 

se ie ics WORLD WIDE PROTECTION on 


\ 
“ for its lack of exclusions 


conspic yous 


These are the primary coverages of the 
Combined Disability Department. But, 
in addition, special group plans and 
other disability policies with attractive 
commission allowances are available. 


Combined Group of Companies 
W. Clement Stone, President 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Co., Dallas; 
Hearthstone Ins. Co. of Massachusetts, Boston; 
First National Casualty Co., Wisconsin 


June 1956 


The growth of Combined during the past several 
years proves that it’s a winning team that’s going 
places fast. 


The all-new Combined program gives agents 
and agencies something more—something better 
to sell. It’s a program that’s geared to produce 
Yes, 


easier, and because they do, they’re moving team 


volume business. Combined sales come 
members up to new sales records, new income 


levels. 


General agency contracts, providing liberal com- 
missions with the security of vested renewals are 
available in most states. Send the coupon below 
for complete details about the Combined program. 
We'll include with our reply, the current issue of 


our digest publication, ‘Success Unlimited 


SEND TODAY FOR YOUR FREE COPY 
OF “SUCCESS UNLIMITED” 


| Combined Insurance Co. of America 


Dept. $, 5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please send me the current issue of Success 


Unlimited that contains inspiring stories about successful people 


Occupation 


(un cum au ene eupeupemeaun ele 








95 this somebody you? 


op drawer affontion 


Are you getting top drawer attention on claims? 
That’s what you get when your insured has a claim with 
Bituminous. Top drawer attention at top speed. The 
kind of attention that makes happy clients, breeds new 
business, makes renewals easy. Why? Because Bituminous adjusters 
know the coverage, know the answers, know they have the authority to 
make the adjustment right — and right now. Thirty-nine 
branch claim offices are ready to make good on our brag. 
Get in with Bituminous and see. 


Write today for the Bituminous story. 


CASUALTY CORPORATION 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY 


Specialists in Workmen's Compensation 


For Further Information Circle 84 on Card at Page 66 
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Whatever you drive, here’s 


RY tiMét you take to the road you have a vreat 


+ responsibility to drive safely and sensibly. Thi 
responsibility holds good no matter whether you re travel 
ing over the familiar streets of your home town or making 
a long vacation trip. Only when driving ts done with the 
utmost care, caution and courtesy at all time can 
our streets and roads become safer for you, your fellow 
motorists and pedestrians 

Just how urgent is it for everyone to know and obey 
traffic laws and observe the rules of the road’? The answer 


is found in some shocking statistics 


Every hour of every day, on the average, 
4 lives are lost and 150 people are hurt 
in motor vehicle accidents 


That adds up to a yearly traffic toll of over 38,000 
deaths, well over a million injuries and costs mounting 
into the billions of dollars 

How can you help reverse this tragic tre 
motoring the pleasure it should be? Here 
suggestions that may hel 
v 1. Check your speed —It has been 


‘ | 


4 out of 10 drivers involved in tatal 


vere guilty of violating speed limit 


to slow do it might and 


how to drive it more safely/ 


veather condition nake your motoring hazardou 


Vv 2. Check yourself 


1 out of 14 drivers involved tn tatal accidents had a 


Re arch has shown that about 


physical or mental condition ich as worry, fatigue and 
Slee pine that \ a contributing factor in the accident 


So, never drive when you're upset or tired 


Vv 3. Check yourcar Keeping your carin ile operating 
condition ts your re ponsibility not your mechanic's, You 
can judge for yourself whether brake tires, Steering 
wheel, lights and windshield wipers are in proper working 
order. If you notice any defects, have them corrected 
immediately. Don't wait until it’s time for your next 
semiannual car check to have even the most minor trouble 


corrected 


Vv 4. Check your driving habits Now and then, the 
most skilful drivers tend to become a bit careless. They 
may become I considerate of other drivers and ol 
pede trian or take chances on violating this or that 


rathic law. Remember, all rules of the road are made to 


not to hinder you 


imuishap i no proot tl il 
our car, Perhaps you 
y ol running out sooner 
led on it. Ut doe 


n 
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LE ROY RADLOFF 


At year-end LeRoy Radloff 
had completed 10 full years 
with the friendly Franklin. 
In his own words, another 
10 years like the past will 
give him a high degree of 
financial independence. 
Here is a record of his 

cash earnings since 
becoming a Franklinite: 


1945 (9, months) . $ 6,629 
1946 .. o>» sere 
1947 . 15,038 

14,732 
1949 16,947 
1950 17,740 
ek «% 21,228 
1952 23,987 
ee 2 Prev ee ee 
1954 27,397 
OR +e es oo 2 ee 


“Austher (0 years with 


Frankbin--and 9’00 be 
able to. retire” 


Wausau, Wisconsin 
April 4, 1956 


Mr. F, J. O’Brien, Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


As I sit at my desk reminiscing on another inspira- 
tional trip to the Home Office, I again remind myself, 
as I have done so many times, how wonderful my 
career with the friendly Franklin has been. Having 
completed my tenth full year with our company, I 
feel qualified to be eternally grateful to President 
Becker and his associates for my present enviable 
position. 

If the good Lord will permit me to continue my 
career with the Franklin for another 10 years, I will 
certainly be financially ready to retire at the ripe old 
age of 55, or shall we say, after only 20 years of serv- 
ice, I am basing my predictions on the past 10 years 
of income, and also on the substantial estate I have 
been able to accumulate thus far. 

My home town Wausau, too, has been good to me. 
I, in turn, have acknowledged this by being an active 
member of my church, Chamber of Commerce, Ki- 
wanis Club, Elks Club, Wausau Club, Taxpayer's 
League, Country Club, Lutheran Welfare Society, 
and Life Underwriters. In addition, I have served on 
the Y.M.C.A. and Community Chest drives for a 
number of years. 

No one except my family or another Franklin 
agent can appreciate the true meaning and value of a 
Franklin Agency franchise, I could sum it up by 
using the expression of a well-known auto manu- 
facturer... “Ask the man who owns one.” 


Cordially, 
LeRoy Radloff 


An agent cannot long travel at a faster gait than the company he represents! 


Lhe Friendly 
TFT AN TALI ILI 


N INSURANCE 

4 COMPANY 

. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Dollars of Insurance in Force 
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The 





__Spectator 


UBLISHER'S 
COMMENTS 


Multi-Peril Packages—“The First Jar” 


CFTVHE SPECTATOR’S eneryetic correspondent 
“New England,” whose regular column 


pears on page 49 In this 1 ( 


ap 
comments often 
and well on national as well as regional in 
surance interests. The following paragraph 
from him emphasize the important transition 


ahead for fire and casualty carrie} These 
rapid changes make THE SPECTATOR even more 
necessary in your business as a source of both 


statistics and information 


Years to Remember 


As seen on television recently 
Remember,” is a dramatic piece of inte 
insurance people. It tells a story of the “7 
tank Here, in 1912 the world’ 
largest liner, an “unsinkable ship,” going down 
the first time she sailed 


” cata strophe 


Among the things to think fact 


that the captain ignored five 
ceived from other ships. The 
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attained tne 


did not even rela ‘ ixth and final warning 


to the bridye 
And the lifeboat There were 2207 person 


be aved et all the together could 


Carry only 117* Ihe pa enyer had no boat 


assignment The crew had signment but 


few had bothered to look at the list 1 here had 


been no boat drill In the over-all confu ion 
ome forty-man vi were lowered over the 
ide cart ing a Ww i Zto 20 person 

In taking the lives of 1502 people, the “Ti 
tani disaste? 


symbolized the end of an era 


of unjustified confidence The year of un 
certainty that followed can’t be blamed on the 
“Titanic,” but she was the first jal 

Similarly, in the insurance business, the in 
troduction of multi-peri]l package policies dra 


matically demonstrate that we have not vet 


insurance technology 


“Homeowners, 


‘old days” and the 


era. Before, relativ 


Moral: Get with 


PFHOMAS J. 


marked the end of the 


beyinning of a new, uneasy 


e quiet; afterward, tumult 


it, cnum 


CASPER 


Publisher 





spectator’s daily reports 


selected news items from industry and business of importance 





Washington Headlines 


by Ray Stroupe 


Still eluding the government is a workable permanent plan for 
faxing life insurance firms. At high U. S. Treasury Dept. levels, 
the word is that searchers have found “no insurmountable prob- 


lems.” But it is not yet certain that a satisfactory formula will 


be written before Congress goes home. 


Bank participation in the Federal Deposit Insurance Corp. pro- 
yram is rising slightly. By last Dec. 31, there were 13,457 banks, 
or nearly 95 pet of all banks of deposit in the U. S., with FDIC 
Insurance. Accounts in these banks numbered 130 million, and 
insured deposits were valued at $116 billion 


Stable prices mean more valuable service to the public by insur- 
ance companies, Ray D. Murphy, chairman of the board, Equitable 
Life Assurance Society, told U. S. Chamber of Commerce con- 
ferees in Washington recently. The government, he suggested, 
should have standby power to control credit directly. 


Army officials, who have just made the first settlement of a 
Texas City disaster death claim, are considering other claims re 
sulting from the explosions and fires which occurred in 1947. 
Payment of $25,000 was made to the widow and son of Henry G 
Dalehite, who died in the catastrophe. 


James A. Finigan, Jr., succeeds Charles G. Beck, retired, as 
chief insurance director, Veterans Administration. Mr. Finigan, 
of Scarsdale, N. Y., is a specialist in management control. He 
formerly held positions with Penn Mutual Life and Mutual Life 
of New York. 


Now in effect is the new American Trucking Assn., Inc., group 
insurance plan for trucking industry executives. Employers taking 
part must pay all costs. Brokers of record are Transport In 
demnity Co., Los Angeles; Transport Insurance Co., Dallas; and 


Transport Indemnity Exchange, Des Moines. 


Victims of non-flood disasters are not wholly ignored by backers 
of the new, Senate-passed limited flood indemnity bill. It calls for 
a study of other hazards normally not covered by insurance. Con- 
gressmen from drought-ridden areas see in it a chance of eventual 
federal antidrought protection. 


OR 


April 27—Majority and minority 

decisions of the Federal Trade 
Commission on the American Hos 
pital and Life case draw the lines 
sharply on the question of “Who 
shall regulate insurance—Federa! 
or State governments?” 

In the decision, three commis- 
sioners the majority upheld 
Federal jurisdiction over insur- 
ance and overruled an FTC exam 
iner who had decided in December 
1955 that the FTC had failed to 
prove its case and that FTC lacked 
authority to regulate companies in 
any states where adequate state 
laws exist. The two-man minority 
on the FTC sided with the exam 
iner on the question of jurisdic- 
tion. 

Public Law 15 (the McCarran- 
Ferguson Act), said the FTC ma- 
jority, “was not designed to per- 
mit insurance companies to secure 
new business by false and mis- 
leading advertising in interstate 
commerce, nor was it intended as 
an abdication of Federal jurisdic- 
tion over the Sherman, Clayton 
and Federal Trade Commission 
acts over the business of insur 
ance.... It surely could not have 
been the Congressional intent to 
create a legal vacuum wherein an 
insurance company would have 
been enabled to escape regulation 
of the interstate aspects of its 
business in cases in which the 
Federal and State laws did not 
conflict.” 

The minority’s dissenting opin- 
ion held that “the whole purpose 
of the McCarran Act was to ex- 
press the Congressional intent 
that the barrier of the paramount 
power (of the Federal govern- 
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for insurance men 





ment) under the commerce clause 


was to be removed in the event the 


states did adopt regulatory laws 


April 27—The Federal Trade Com- 

mission’s decision that it ha 
jurisdiction to regulate accident 
and health insurance advertising 
would, insurance leaders said, 
“carry far beyond advertising,” is 
“directly contrary to the express 
intent of Congress,” and “would 
deprive the States of their right 
to regulate insurance.” 

This prompt statement from the 
Health Insurance Association, the 
American Life Convention, and 
the Life Insurance Association of 
America called the FTC decision 
“a direct challenge to the author- 
ity of the States to regulate the 
business of insurance under Pub- 
lic Law 15 enacted by the 79th 
Congress.” 

“Advertising is not the major 
issue at stake in the FTC’s deci 
sion,” the joint statement said 
“No company engaged in the busi- 
ness desires to publish misleading 
advertising and the companies 
have indicated this by the changes 
that have taken place in their ad 
vertising to bring it into conform- 
ance with the advertising code 
promulgated by the National Asso 
ciation of Insurance Commission 
ers and the rules laid down by 
the individual Insurance Commis 


sioners.” 


May 9—New York's new compul- 
sory automobile insurance law 
could give almost universal pro 
tection if the Uninsured Motorist 
endorsement, introduced by the 
Continued on page 30 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


TTIVAX specialists in the Trea miums paid, when both federal 
i ury, in their frantic hunt and state taxes are considered, 
for more revenue, are working is too high 
on a plan that would increase To double a levy that would 
the income tax levied on life in fall hardest on provident, frugal 
urance companie They hope persons trying to protect thei 
to present their proposal to Con families does not appeal to 
gress before adjournment. elective officials. The proposal 
Details of the plan are far easily could be the spark that 
from complete, but it is known would prompt policyholders to 
that if these technicians have unite and defend their case in 
their way they would double the an organized way. 
amount of tax now being paid Unkind things are heard at 
The proposed tax increase the Treasury about the six and 
would have to be borne in the a half per cent stop-gap income 
last analysis by the policyholde tax rate and about the new 
Since policyholders are numer formula worked out by Rep. Wil 
ous, they have political influence bur Mills and his unit of the 
There will be no absence of de Ways and Means Committee. It 
fenders of their interests. Many is doubted that the experts can 
legislators feel that the present come up with a different plan 
rate of taxation which runs that will be acceptable to Con 


about $3 for every $100 of pre- gress. 


Editor’sa note The hall waan’t big enough when hia frienda in Wash 
ngton, D. ¢ honored Paul Wooton on hia 75th hirthday May 8&8 Vr. 
Wooton. who haa contributed “Washington Trenda” for Tut PECTATOR 
for more than ree sea) went to the nation’s capitol in 1914 aa coy 

ndent for the New Orleana “Timea Picayune.” Now 42 years later 


till holda that noet and many other he has acquired through the 


garded as the dean f the Washington reporters Vir Wooton ha 
friend and confidant of many high government officials, including 
i President ince Woodrou Wilson This energetic corresponde nt 
nade another unique contribution by maintaining a fe long intereat 
esas magazine 

Even though he wa too late in asking for ticket to the hirthday 
wncheon at the National Preas Club. Mr Spectator wanta to publicly 
express hi congratul to thia distinguished contributor and out 


fanding gentleman “a7 ooton 





Canada: Life Companies in 1955 Daily Reports 


IFE insurance companies operating in Canada chalked up a P os 
ee a , Continued from page 

new record during 1955. Sales of new insurance jumped 18.8 ite 
per cent over 1954 sales; annuities advanced 10.5 per cent and 


net insurance in force increased 10 per cent. Benefits paid in companies last year, were “auto- 


he 


aqrr ° 
1955 were 4.9 per cent higher than in the previous year and matically made a part of the New 


annuity payments went up by 15.5 per cent. York State standard automobile 


a. Ge : : —_ . ‘v.”” Jose » Cre y »xeCI 
Life insurance companies in Canada, Dominion licensed policy,” Joseph P. Craugh, execu 


1955 1954 % 
Figures in thousands of dollars Increase 
Premiums 520,098 486,397 6.9 
Annuities 105,908 94,958 10.5 
New insurance 3,154,671 2,656,508 18.8 
Ins. in force 25,451,571 23,133,695 10.0 
Claims incurred 161,845 154,237 4.9 
Annuity payments 2s 14,599 12,638 15.5 


tive vice president of Utica Mu- 
tual, told a recent gathering of 
New York mutual agents. With 
this combination, “the only gap 
that would remain unfilled would 
be the rare case of the non-car 


owner who might perchance be 


About one-third of the total business of Canadian life insur 
ance companies is on persons living outside Canada. Two com McCahan Lecturer 
panies have more business outside Canada than they do at home 
About 66 per cent of the foreign business of Canadian life 
insurance Companies is in the United States; 16 per cent in the 
United Kingdom; 5 per cent in Asia; 5 per cent in Africa and 
% per cent in the Carribean area and Latin America 
Foreign Business of Canadian life insurance companies 
In thousands of dollars Y 
1955 1954 Increase 
Premiums 238,519 225,631 5.7 
Annuities 60,072 52,116 5.3 
New insurance 1,157,761 1,120,942 3.3 
Ins. in force 7,892,915 7,178,554 10.0 
Claims ine. 89,069 84,392 5.5 
Annuity payments 17,978 17,151 1.3 


Lillian Millar , 
Dr. Henry Townley Heald, (above) Chan 
cellor of New York University will deliver 
the first David McCahan Foundation lec 
ture at the University of Pennsylvania in 


CANADIAN LIFE INSURANCE COMPANIES 
Operating in U.S.A 

All figures in thousands of dollars . 
Total Operations Operations Outside Canada the spring of 1957 This Foundation was 
formed last year as a memorial to the late 

Insurance in Force Dr. David McCahon, CLU who was presi 

% of dent of the American College of Life Un 
Company's 

Premium New Insurance Premium New Total 
Income * Insurance in Force Income Insurance Amount Business lectures ‘on a creative plane for the life 


derwriters. It will present a series of annual 


Canada 

195¢ 56 561 271,607 2,081,431 21.474 102, 358 628,721 30.2 

1954 51, 840 233, 487 1,856, 543 19,140 87,843 551,161 29.7 
Confederation 

1955 42,113 195,313 1,551,435 732 84 237 468 , 460 30.2 

1954 39,761 162,872 1,399, 342 445 70,158 417, 308 29.4 
Crowr 

1955 35, 906 220, 706 1, 260,922 048 104,134 527 561 4 resident motorist.” 

1954 32,245 178,791 104,176 647 90 , 685 452,952 41 
Dominion Comparing the Massachusetts 

1965 16.324 67,804 566 , 685 #19 20,072 138 059 24 : 

1954 15.647 63,822 524,928 927 19,515 125, 187 23 and New York compulsory laws, 
Great West 

1955 65,393 304,710 381 2,789 159,435 005.945 42.3 

1954 59,770 350, 629 161, 12 29, 525 210, 336 873,952 40 
imperial 

1955 23,021 87,330 771,994 537 18,970 145,659 18.¢ Massachusetts auto rates are 

1954 22,499 87, 248 733,452 237 18, 666 145, 706 19.§ 
Manufacturers made by the state, but In New 

1955 89,172 273,478 916,007 992 181,240 077 590 56. 2 York 

1964 77,397 225, 766 718, 708 019 141,082 944 053 54 Or 
National made by the insurers with the 

4,524 35, 350 185,338 876 5,654 21,897 1" : ‘ 
697 26.976 162,221 156 5.054 17,667 10 Superintendent’s approval; 


insurance business and the public.” 


injured by an uninsured non 


Mr. Craugh listed some important 


differences 


rates will continue to be 


North American ce] 
1955 28, 359 126, 103 893 407 331 377 153,104 17 Massachusetts excludes guest 
1954 24,812 3,942 : : 26 23.13 ; , 

Bee 2 113.94 793,699 ait 26 . 788 123,139 15 passenger coverage, but New York 
or een 
1955 4.131 27,663 184 522 521 3,088 21,590 "1 does not: 
1954 3,712 21, 967 166, 196 501 2,378 19, 373 " : ; 

Sun New York law extends cover- 
1955 194, 540 758 925 6,444, 598 127,276 441,843 3, 660, 286 56 — : 
1954 188.351 694050 5,955,277 125,800 451.241 3 463,688 58.7 age beyond the state’s borders, 


* Includes annuities About 66% of foreign business of Canadian Companies is in U. S. A but Massachusetts law a ppl 1€8 
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only to accidents within the Com 
monwealth;: 

Massachusetts applies law only 
to accidents on public highways, 
but New York does not have that 
limitation ; 

New York policies will not be 
co-terminous with the car’s regis- 
tration as they are in Massachu 
setts; 

Limits under the Massachusetts 
law are $5,000/$10,000 for bodily 
York’s lim- 


its are $10,000/$20,000 with $5,000 


is 


injury liability; New 


for property damage liability; 


Policies under the Massachu- 
etts law are absolute, that is, “no 
statement made by the insured or 
on his behalf no violation of 
the terms of the policy and no act 
or default of the insured either 
prior to or subsequent to the issu- 
ance of the policy, shall operate 
to defeat or avoid coverage so as 
to bar recovery by a judgment 
creditor.” The New York policy 


will not be | 


absolute so that all 
provisions as to notice, coopera 
remain in effect 
In Massachusetts, the 


may not cancel his policy without 


tion, et 
insured 
first surrendering his _ license 
plates, and an insurer may not 


cancel without first giving 20 
days’ notice to the Commissioner 
In New York the insurer will give 


the usual ten days’ notice of can 
cellation or failure to renew, and 
then has 30 days more for filing 


notice of cancellation with the 


(ommissione} 


Fire Losses Up, 
NBFU Reports 
May 24 — “What 

could have been the theme fo: 


burns us up” 


the all-day annual meeting of the 
National Board of Fire 
writers in New York 
there showed that U.S 


Under 
Reports 
fire losses 
rose from $870 million in 1954 to 
$885 million in 1955 

NBFU re- 
urban building fires 
1954, but 


Highlights of other 
ports were: 
up 2 per cent over 
still under five-year average 
“‘matches-smoking” still leads as 
major cause of fires with “misuse 
of electricity” second; arson fires 


continued a trend upward; and 


Continued on page 32 
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Milestones 


Boston Chapter of Chartered Life Underwriters celebrated its 25th anniversary May 7 
Officers and honored guests at the luncheon were (above): Sumner Rodman, Boston 
Chapter president; Paul F. Clark, president of John Hancock Life; Mrs. Huebner; Dr 
Solomon S. Huebner, CLU's founder and featured speaker at the anniversary; and George 
Neitlich, president of the American Society of Chartered Life Underwriters 


Aetna Casualty and Surety’s Sales Course graduated its 5000th student 


recently, Lawton G. Sargent, Jr. of New Haven, Conn. This five-week 


sales course was founded 25 years ago and is now in its 155th session 


Aid Association for Lutherans reached $1 billion of legal reserve life 
in force on May 10, 
mark 


becoming the first fraternal society to reach that 
LeRoy G. Stohlman, Association president, presented the history 
a $10,000 Special Whole Life contract—-to Kenneth 


H. Thimmig of Sheboygan, Wisconsin 


making certificate 


marked the opening in 
April 10, 


1856, and the company na issued a souvenir booklet “Just a Centut 


Atlantic Mutual Insurance Company ha 


Boston 100 years ago of its first branch office. The date wa 
Ago,” to commemorate the eve 


P. Britt, field manayel | vracuse office of the Factor 
Insurance Association, observed his 50th anniversary with the organi 


He has 


special agent and field manager during his career with FIA 


zation on May 1 been draftsman, surveyor, inspector, engineer, 


Kederal Life Insurance Company of Chicago reached one-quarter of 


a billion in force during February 


Homesteaders Life of De lowa, 


Moines marked its 50th anniversary 
, 


with agency) ocial activities at it 


May 


meetings and home office during mid 


Massachusetts Mutual Life 


when it passed $5 


attained two milestone recently one 


billion insurance in force, and second when it 


celebrated its 105th anniversary as a company on May 15. Its first-year 
re sults, over a centur’ ayo showed assets of $5,031 5 and 34] polis ie 


for $370,495 at risk 


Old Colony Insurance Company marks | Oth anniversary on June 
Cyril S. Hart, president, points out that the Old Colony, a member o 
the Boston Insurance Group, takes its name from the original “Old 


Colony” established by the Pilgrims at Plymouth, Mass., in 1620 


Union Life of Little Rock, Arkansas 


force on March 27, Elmo Walker, president, has 


reached $100,000,000 of life 


announced 





Daily Reports 


Continued from page 31 


nearly 1000 cities have 
NBFU’s National 


and 877 its 


adopted 
juilding Code 
Fire Prevention Code. 
retiring NBFU 
Victor Herd empha 


In his speech as 
president, J. 
ized the importance of insur- 
ance’s role in the national econ- 
omy. All types of property com 
total of $4.33 
Added to the 
“a total of $10.4 


billion was paid during 1955 for 


panies received a 
billion in premiums 


casualty figures, 


property and casualty coverages.” 
Premiums received by life insur 
ance companies in the same year 
were $9.6 billion, he said 
Discussing last year’s results, 
Mr. Herd pointed out, “The mar 
gin of underwriting profit, when 


any, in the property insurance 


business is narrow 
that statement I 


the tatutory 


In support of 
would refer to 


underwriting profit 


Selecting IAC Ad Winners 


Picking the winners is the task of IAC's judges and officers above 


Their decisions 


gave Insurance Advertising Conference's ‘Best Use of Advertising’’ awards to 
G. Fred Gund, Jr., Crawford, Nebr.; Tom Bartlett Agency, North Baltimore, Ohio; 
D. A. Traynor Agency, Plattsburgh, N. Y.; and Jannasch Agency, Gary, Ind 


with a special citation to Essex County (N. J.) Insurance Agents Association 


Pictured above are Judges Frederick Doremus, manager, Eastern Underwriters 
Ass'n.; Arthur O'Connell from N.A.I.A.; John McLatchie, advertising director, Time 
Magazine; J. M. Hickerson, president, Hickerson Advertising, Inc., and William 
Woodland, editor, The Standard. Third from left is Willard S. Burt, chairman of 
1AC awards committee, and in rear William Doty, |AC president 





Company News Corner 


Alliance Insurance and Surety, 
Merchants Fire Assurance of 
New York, Mercury Insurance, 
St. Paul Fire and Marine, and 
Camden Fire Association have 
been elected to membership in 
the Association of Casualty and 


Surety Companies 


American Surety stockholders 
have authorized an increase of 
capital from $7,500, 
000 consisting of 300,000 shares 
with $25 par value each, to $12, 
2 000,000 


the firm’s 


500,000 consisting of 


hares with $6.25 par value 
each The stock will be split 


four for one. 
American Universal Insurance ha 
been licensed to do business in 
New 


states 


Delaware, Illinois and 


making 27 


Hampshire, 
and Alaska where the firm now 


writes 


Austin Life, Austin, Texas, and 


L’ Assurance - Vie Desjardins, 


Levis, Quebec, Canada, are new 


members of Life Insurance 
Agency Management 
tion. New 
are Mutual Life and Citizens As- 
surance, Sydney, Australia, and 
Thai Prasit Insurance & Ware- 
house Company, Bangkok, Thail- 
land. 


ASssocia- 


associate members 


Cherokee Credit Life, Macon, 
Georgia, a new firm formed to 
write life, accident and health 
insurance on customers of lend- 
ing institutions, has begun op 
erations with a capital of $100, 
000 and a surplus of $200,000 
through sale of 20,000 shares of 
$5 par value common stock. 


Combined Insurance, Chicago, re- 
cently began operations in Can 
ada with sale of personal acci- 
dent, sickness income and hos 
pitalization insurance. 


Dutchess and Columbia Patrons’ 
Fire Relief Pine 
Plains, N. Y., has merged with 


Association, 


Continued on page 80 


of all the capital stock property 
insurance companies. For the 
year 1955 the underwriting profit 
was 2.5 per cent of premiums 
earned as contrasted with a profit 
of 5 per cent the year before. 
“However we view it, we must 
ever remember we are in a risk 
business which requires great 
judgment and skill to maintain the 
income from premiums reasonably 
with the 


Seldom do we ex- 


in balance calculated 
risk of outgo. 
perience what might be consid- 
ered a normal underwriting year 
in the usually accepted sense.” 
Mr. Herd again emphasized the 
insurance in his 
Trade 


Commission’s recent decision that 


broad view of 


reference to the Federal 
it had jurisdiction over advertis 
ing in the American Hospital and 
Life case. “It does appear,” he 
said, “that this case and its prog- 
ress again point up the fact that 
there is no insulation between the 
various segments of our business. 

The American Hospital! case 
is an excellent demonstration that 
while intra-industry it may be 


convenient to segregate our activ- 
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ities, the Federal Trade Commis- 
sion and indeed the public itself 
regards insurance as one. busi- 
ness. Appropriate recognition of 
this concept as it applies to prob- 
lems affecting all of us should 
benefit our business as we chart 
its future course.” 
June 1—Casualty insurance un- 

derwriting profits fell off last 
year due to both rising loss totals 
in automobile lines and larger re 
serves laid aside for future claims 
Aggregates in THE SPECTATOR’S 
1956 Handy Chart show that statu 
tory underwriting profits in 1955 
for 140° stock 
dropped by $84 million; for 159 


casualty carriers 


mutual casualty companies these 
profit figures dropped by $5 


7 mil 
lion, and for 48 reciprocal organi 
zations by $14 million. 
The ratio of statutory under 
writing 
miums slid from 6.8 per cent in 


profits to earned pre 


1954 to 4.1 per cent last year for 
the stock company group. (For the 
stock group these ratios were 
loss of 3.2 per cent in 1951, up to 
0.8 per cent in 1952, and reached 
5.1 per cent in 1953.) For the mu 
tual companies, the 1954 ratio of 
earned 


underwriting profits to 


premiums was 13.2 per cent and 
dropped to 9.6 per cent in 1955 
Among the 


reciprocal organiza- 


tions this ratio went from 15.5 pe 
cent to 11.0 per cent. 


And in the Future 


June 4-8—National Fire Protection Asso- 
ciation, 60th annual meeting, Hotel Stat 
ler, Boston, Mass. 

June 5-7—Fourth annual Eastern CPCU 
Institute, sponsored by Connecticut, New 
York and New Jersey Chapters Society of 
Chartered Property & Casualty Under 
writers, University of Connecticut, Storrs 
Conn. 

June 6-8—CLU examinations 

June 7-8—Society of Actuaries 
spring meeting, Edgewater Beach Hotel 
Chicago, II! 

June 10—Life Advertisers Association, two 
week-long workshops, Belmont Plaza Ho 
tel, New York, N. Y 

June 10-12—Insurance Advertising Confer 

Skytop Lodge 


western 


ence, annual meeting 
Pocono Mountains, Pa 

June 11-13—South-Eastern Underwriters As 
sociation, annual membership meeting 
The Homestead, Hot Springs, Va 

June 13-l16—International A & H Associa 
tion, 26th annual Saxony 
Hotel, Miami, Fla 

June 18-29—Life Officers Investment Semi 
nar, sponsored by financial section of 
American Life Convention, at Beloit Col- 
lege, Beloit, Wisconsin 


convention 


June 1956 


June 24-28—Mutual Insurance Company 
Management sponsored by 
National Association of Mutual Insurance 
Companies, at Purdue University, Lafay 
ette, Indiana 

June 24-29—Advanced Agency Manage 
ment Conference, eighth annual session 
Graduate School of Business, Stanford 
University, Palo Alto, California 

June 27-July !—National Association of 
Public Insurance Adjusters, 6th annual 

Concord Hotel, Kiamesha 


school 


convention 
Lake, N. Y 
July 23 — Thirteenth Life 
School 


Underwriting 
sponsored by Connecticut Life 


Underwriters, at University of Connecti 
cut, Storrs, Conn 

July 30-August 10—Thirteenth annual CLU 
Institute, University of Wisconsin, Madi 
son, Wisconsin. 

August 13-18—Fourteenth CLU 
University of California, Berkeley, Calli 
fornia 

August 27-31—American Bar Association 
Insurance Section, annual meeting, Baker 
Hotel, Dallas, Texas 

Sept. 17-19—NAIA, 60th annual conven 
tion, Waldorf-Astoria Hotel, New York 
City 


Institute 





Insurance Building Facts 


“ 


— 


Washington, D. C. Architect's drawing shows new headquarters of National Associa 


tion of Life Underwriters, recently approved by Fine Arts Commission. Construction 
of first three floors starts soon with fourth floor to be added as needed. Dedication 
planned with this year's NALU annual convention. Architects: Pereira and Luckman 


Worcester, Mass. State Mutual 
Life Assurance. Plans for sale of 
downtown home office have been 
announced. New home office, now 
under construction, to be com 


pleted late in 1957 


Hartford, Conn. Connecticut 
Mutual Life. New north wing, to 
be added to home office building, 
vorking 


will increase company’ 


pace about 40 per cent. Contain 
ing 90,000 quare feet 
he 210 by 75 feet Comple 


expected within two 


New York, N. 


Life. Purchase of 32-acre 


Providence, N. J., on which to con 


truct a one tory building Lo ©xX 


pand company’s records division 


Of steel and brick, bu 


contain 154,000 


| 
Vill 


ilding 
quare feet of of 


Parking 


will accommodate 100 car 


and storage space 


( ompletion et for 
William L 


pring 1957 


Builders Blanchard 


Company. Architects: Frank Grad 


and Sons 


New York, N. Y. Public Service 
Mutual. Has leased I1th floor in 
Coliseum Tower to occupy 26,000 
quare feet for 15 years with 
Donald Q 
vice president of Cro 


rentals ayyreyating $1,700,000 
Negotiating lease 
Devine, 
and Brown Co. Representing own 
ership: Charles F. Noyes Co 

Liberty Mu 


Groundbreaking 


Philadelphia, Pa. 
tual Insurance 
ceremonie for three-story build 
Middle 


headquarte 


iny in iburb to house 
Atlantic adj ] ion 
Ma 2A Modern 


conditioned unit of 


fireproof alt 
tee] and brick 
vill contain 60,775 


ith Liberty 


square feet 
Mutual occupying 70 


quare feet of 


per cent of 50,719 
General contractor 


Archi 


rental space 
Turner Construction Co 
tect C,eorye M KE Ving (Co 


Continued on page 8! 





THE SPECTATOR'S 


Top Awards for 1955 











Booklets, Pamphlets, and Leaflets 


TTNHIS is the fifth year in which THE SPECTATOR has graded and named 


the winners in its annual study of insurance company annual reports 


lor at least three years now a point system for grading has been used 


This system allows about one-third of the points for the material—figures 


and table: included in the report, another third for the clarity of the text 


explaining those figures, and the balance of the points for appearance 


color, printing, graphs, and illustrations. 


This year, in judging the 1955 reports, we introduced a new refinement 


hy dividing the reports submitted into three classes, based on size of the 


report, The largest class—the Booklets—included the full, elaborate publi 


cations with cover and a number of inside pages. In this Booklet class, 


three top winners are named along with the next six outstanding reports. 


or Pamphlet—class, only one winner was named 


For the medium size 


along with the next two reports cited as outstanding. This class included 


reports with only a few pages, sometimes enclosed in a cover. 


In the final clas the Leaflets—we grouped reports which were gener- 


ally on only one sheet of paper with limited space and less elaborate pres 


entation Herve again we selected only one winner and cited two outstand 


Hg Ve port 


three classes Booklets, 


By grouping the annual reports into these 


Pamphlets, and Leaflet we are able to give recognition to the publica 


tions prepared le elaborately than the large, full scale Booklet report 


There are, naturally, different opinions on how elaborate an annual report 


hould be. Some executives feel that their company needs only a few fig 


vres on a single sheet that can be fitted into a small envelope. Others may 


he limited by the amount of money they want to spend for an annual report 
In order to establish standards for all types of annual reports, THE 


} 


SPECTATORS staff has instituted these three classes and named the bes! 


reports in each class \fter all, the purpose of THE SPECTATOR’S judging 
of annual reports is to “improve the breed” for all insurance reports, the 
simple as well as the elaborate 

judge S 


One last word: the make no distinctions among fypes of insu 


ance companies or the volume of business they write. The only question is, 
“How well has this company presented its financial facts in this report?” 
All insurance companies are eligible. If your report was not submitted this 
year, make a note now to be sure that, early in 1957, your 1956 report is 


ent in to THE SPECTATOR, Chestnut and 56th Sts., Philadelphia 39, Pa 


W. M. Alrich, Managing Editor 


By A. JOSEPH NEWMAN, JR. 
Financial Writer, The Philadelphia Evening Bulletin 


RACTICALLY all the 


companies 


annual 
reports of 
submitted in this year’s SPECTATOR 


Insurance 
judging ore high in appearance 
Almost all are well printed. Like 
the magazines in miniature they 
resemble, they’re made for easy 
reading. It’s hard to choose be- 
tween them. 

What’s inside is something else 

In addition to being good exam 
ples of the printer’s art at its best, 
some give a workmanlike report on 
the company’s business for 1955 
both the good and the not-so-good 
This, after all, is what an annual 
report is supposed to do. 

The better ones give the facts in 
language the layman can unde: 
stand. And remember that most 
stockholders and policyholders are 
laymen. 

The best 
financial facts into per-share lan 
guage. 

This is not just a concession to 


translate the 


ones 


the insistance of the financial an 
alyst who makes his living buying 
and selling securities. 


Per-Share Data 


The amateur investor particu 
larly ought to be given per-share 
data for such operating-statement 
items as underwriting profit (or 
loss, as in many 1955 cases), in- 
vestment income, taxes, net income 
after taxes, dividends, and liqui- 
dating value. 

Investors talk and think in per- 
share terms, because those figures 
are easier to handle and remem 
ber. Stockholders use them to eval- 
uate how their companies are do- 


THE SPECTATOR 





Annual Reports 


earnings and div 
dends to the price the stock com 
mands in the marketplace 

They also use per-share figure 
to compare their holdings with 
other actual and potential invest 
ments in companies in the same 
and different businesses 

With the exception of some in 
surance reports and those of smal] 
banks, I have never seen an annual! 
report of a publicly held corpora 
tion that didn’t use per-share 


figures. 


Highlights Up Front 


The best reports of stock insur 
ance companies submitted this 
year have an easy-to-find, easy-to 
read summary or highlight table 
right up in front. These tables 
give data for at least two years 
with comparisons between them 

All annual reports include com 
plete balance-sheet and operating 
statement data somewhere in the 
report for the use of the profes 
sional. For the amateur readers 
there should be a digest. That’s 
the function of the highlight page 

Oddity: The authors of some re 
ports go to the trouble of working 
out per-share figures, and then 
hide them way back in the book 

The reports that scored the 
highest include balance-sheet and 
operating figures for five or more 
years, so shareholders and policy 
holders can see the company’s re 
sults over a period of time. The 
very minimum period ought to be 
two vears A surprisingly large 


Continued on page 36 
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THE WINNERS AMONG THE LIFE AND 
HEALTH REPORTS 


Booklet Classification 


|. National Life Insurance Co., Montpelier, Vt. 
2. New England Mutual Life Insurance Co., Boston 
3. General American Life Insurance Co., St. Louis, Mo. 


Outstanding Booklets (alphabetical order) 


Canada Life Assurance Co., Toronto 

Equitable Life Assurance Society, New York 
Guardian Life Insurance Co., New York 
Metropolitan Life Insurance Co., New York 

Penn Mutual Life Insurance Co., Philadelphia 

State Mutual Life Assurance Co., Worcester, Mass. 


Pamphlets 
|. Mutual Life Insurance Co. of New York 
Outstanding Pamphlets (alphabetical order) 


Northwestern Mutual Life Insurance Co., Milwaukee, Wis. 
Standard Insurance Co., Portland, Ore. 


Leaflets 
|. Mutual Benefit Life Insurance Co., Newark, N. J. 
Outstanding Leaflets (alphabetical order) 


Crown Life Insurance Co., Toronto 
Indianapolis Life Insurance Co., Indianapolis, Ind. 


THE WINNERS AMONG THE FIRE AND 
CASUALTY REPORTS 


Booklet Classification 


|. Fire Association of Philadelphia, Philadelphia 
2. Fireman's Fund Insurance Co., San Francisco 
3. Phoenix Insurance Co., Hartford, Conn. 

Outstanding Booklets (alphabetical order) 
American-Associated Insurance Companies, St. Louis 
Glens Falls Group, Glens Falls, N. Y. 

Insurance Co. of North America, Philadelphia 
Peerless Insurance Co., Keene, N. H. 
Pennsylvania Lumbermens Mutual Insurance Co., Philadelphia 
Standard Accident Insurance Co., Detroit 
Pamphlets 
1. Anchor Casualty Co., St. Paul, Minn. 

Outstanding Pamphlets (alphabetical order) 

Firemen's Insurance Co., Newark, N. J. 
Mutual Fire Insurance Co. of Loudoun County, Waterford, 
Va. 
Leaflets 
|. Excelsior Insurance Co., Syracuse, N. Y. 

Outstanding Leaflets (alphabetical order) 
Grange Mutual Fire Insurance Co., Rochester, N. H. 
Motor Vehicle Casualty Co., Elmhurst, Ill. 











number of insurance companies 


stockholders 
failed to show figures even for this 


vith thousand of 


period 
Suggestion: Many of the terms 
used in insurance reports are tech 
nical and unfamiliar to the layman 
like “equity in reserve for un 
earned premiums,” “indicated 
earnings,” etc. Why not a glossary 


explaining what they mean in the 


language the layman understands’? 


A few stock companies print the 
sheet for the year just 
state 
ments. | think this is as serious an 


balance 
past and omit operating 
omission as failure to include ex 
pense and loss ratios for at least 
two years 
A word on presidents’ message 

These ought to discuss the operat 
ing report clearly and concisely) 
related to the 
dollars-and-cents-figure data in 


They ought to be 
the summary or highlight page 


Refreshingly Frank 


In the reports that were ranked 
the highest this year, the presi 
linked what hap 


pened to the company during the 


dents’ message 


vear to the general business cli 
mate of the nation as a whole 
how it affected underwriting re 
ults and investment income 
Many 


accounts of some of the difficultie 


were refreshingly frank 


of the year-——-increasing competi 
tion from direct writers, the acci 
dent-and-health-advertising con 
troversy, and even a few cases of 
admitting that underwriting had 
yone amiss. 

Ignoring such relatively unfa 
might well make 


vorable facts 
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Top Awards for 


‘55 Annual Reports 


Continued from page 35 


more stockholders unhappy than 
telling him what the trouble is 
and what the company is doing 
about it. 

The reports that were ranked 
the lowest showed a tendency to 
overdo things. In too many reports 
the text was good, but there was 
just too much of it. An annual re 
port doesn’t have to be long to be 
yood; it doesn’t have to be wordy 
to be complete. 


Too Much of a Good Thing 


In general the same is true of 
art work in many reports. Pictures 
and charts are attention-getters, 
of course, and they help break up 
type and emphasize a point in the 
text. But some reports make too 
much of a good thing. Annual re 
ports are annual reports, not 
reading-table competition for Life 
magazine 

It’s my feeling, too, that a good 
number of insurance reports over 
do the sales-promotion angle. This 
is a tendency that has cropped up 
in recent years in annual reports 
of many consumer-goods busi 
nesses whether the corporation 
ell nutos, bread, TV ets, oft 
drinks, or insurance 

The theory is that 


are customers and here’s a good 


stockholdet 


opportunity to sell them. After all 
their sales resistance ought to be 
low. All this is 
you can’t quarrel with getting a 


well and good, and 


iles pitch into an annual report. 

But don’t overdo it. 

Don’t clutter up the report with 
too many pictures of new office 
buildings, maps of branches, pic- 
tures of officers and directors, oil 


wells, railroad trains, totem poles, 
newspaper clippings and pretty 
young stenographers. All this 
fancy artwork is probably one rea- 
son so many annual reports for 
1955 appear so late in 1956. Re- 
member there’s nothing older than 
vesterday’ 

On the 
There’s an increasing trend—and 
to publish the list 


newspaper. 
subject of brevity: 
a happy one 
of securities in the company port 
folio as a supplement to the an- 
nual report. Sometimes it is sent 
in the mail along with the report. 
In other cases there’s a_ self- 
addressed, stamped reply postcard 
for the reader to send if he wants 
a COpy. 

As in last year’s contest, too 
many mutual insurance companies 
failed to print operating data in 
addition to ethe balance sheet. 
There was too much stress on total 
insurance in force, total assets, 
policyholders’ surplus, taxes. 

This data is essential, of course, 
but the policyholder of a mutual 
company—as the owner-——has as 
much right to be told the operat- 
ing facts of the company’s life as 
the shareholder of a stock com- 
pany. And he has a right to a clear 
explanation of the ‘“why’s.” Nei- 
ther holder should be denied the 
facts. And he shouldn’t have to dig 
them out for himself. 


Fire and Casualty 


Among the booklet reports of 
fire and casualty companies these 
three rank highest: 

1. Fire Association of Philadel- 
phia. 

The Fire Association’s report, 
which also took No. 1 honors in 
last year’s contest, is short, snappy 
and to the point, a delight to the 
amateur and professional financial 
analyst. 

A “Highlight” page at the be- 
ginning of the booklet tells the 
tory at a glance. Here are the 
financial facts for 1955 and 1954, 
with actual and percentage 
changes between them. Earnings 
figures are given in per-share 
terms and expenses and loss ratios 
are included. 

There’s a five-year summary of 
operations at the back of the book- 
let. Small line cuts brighten up the 
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text, but there aren’t too many of 


them and they aren’t too big. The 


annual report remains an annua! 
report, not a small-scale “Satut 
day Evening Post.” 

2. Firemen’s 
Co. 

Here's that’s 


easy to read, not too long and 


Fund 


another report 
makes good use of a few tables 
graphs, per-share figures and loss 
and expenses ratios. 

A highlight of the report is a 
table summarizing the year’s un 
derwriting operations by kind of 
policy written, showing which 
were profitable and which were in 
the red. Text is generally in the 
layman’s language 

3. Phoenix Insurance Co. 

A separate “Schedule of Securi 
ties,” printed as a supplement to 
the annual report itself, helps keep 
the report down to workable size 
The report ranks high for a table 
Summarizing six years of opera 
tions in per-share terms, similar 
data for loss and expenses ratios 
and good use of a few charts and 
graphs. Text is readable 

Anchor 
scores the highest among the pam 
phlet reports in the fire and cas 


Casualty co.” report 


ualty classification 

Though small! in size, Anchor’s 
report compares favorably with 
many in the larger booklet class. 
Noteworthy is a nine-year sum 
mary of consolidated earnings per 
share. 

Suggestion: include home-office 
address somewhere in the report 

The report of Excelsior Insur 
ance Co. gets the highest score 
among the leaflet reports. 

Text is above average for the 
classification, but comparative fig 
ures for balance-sheet and income 
statement items for at least one 
previous year would have helped 
Here are the life report that 

1 


scored the highest in the booklet 


classification 


1. National Life Insurance Co. 


The winning report in thi 


vear’ contest use the questior 


and-answer technique to break up 


' 
the text for easier reading. It’ 
not too long, which proves that 
quantity doesn’t necessarily equa 
quality 


The language is that of 
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ART WINNERS 
Life and Health 


National Life of Vermont 


Fire and Casualty 


Pennsylvania Lumbermens Mutual 


Art Director Howard Kohlbrenner and his staff chose these two reports because 


of their consistently fine appearance throughout the booklets 


alone was not enough 


out, careful ’ following a single artistic theme in small two-color sketches and 


graphs and illustrations 


REINSURANCE WINNER 


General Reinsurance Group, New York 


An attractive cover 


Both these reports used only black and one color through 


the 


Because reports from reinsurance organizations have different aims and audiences 
from reports by other insurance companies, THE SPECTATOR places them in a 


special category and cites the top one from among those submitted 


This year General Reinsurance moves into the top spot after having been named 


as a close second last year 





man, not the professional, and the 
booklet is a report on what’s hap 
pened and is likely to happen t 
the company, not just sales-promo 
tion literature 

One reservation: Why not in 
clude income-statement and bal 
ance sheet figures for more than 
a year? 

2. New England Mutual Life In- 
surance Co. 


The runner -up’s prize - getting 


THE JUDGING 


For the second year, an outside ex 
pert—A. Joseph Newman, Jr financial 
writer for The Philadelphia Evening 
Bulletin has given the final grades 


SPECTATOR'S 


study of insurance company annual re 


and rankings in THE 


ports 

Before he saw the reports, six judges 
looked at every one of the 158 book 
lets pamphlets and leaflets which were 
received in time for consideration 
{April 15 is the annual deadline, by 
which we must have the reports in THE 
SPECTATOR'S office for 
year added help was eceived fron 


Jack Keir. Director of Educational Pub 


udging ) This 


| 


lications for the American Collec 
Underwriters. Mr. Keir was 
nary judges grading 
r+ 
minary grading ¢€ 
of the reports 
bmitted to Mr. Newman 
ng and his rankings 
r the two Art Awards. the report 
entered were given to THE SPECTA 
TOR'S Art Director, Howard Kohlbren 
ner With the help of other artist ” 
his staff. Mr. Kohlbrenner selected one 
report ir fe and health and another 
n fire and cas 


salty for most consistent 
format, and pictures or 
drawings, both on the cover and inside 


the report 


feature is a four-page centel 
spread with balance-sheet and in 
come tatement items for two 
veal Data 
1945 through 1955 are also given 


investment 


covering the years 


for resources, surplus 
income and premium income and 
other items. A highlight page at 
the beginning of the booklet tells 
the story ata glance 

3. General American Life Insur 
ance Co. 

A lucid, businesslike discussion 
of the firm’s change in rates, and 
vhy, earns the No. 3 spot for the 
Life's 
ection of the book 


General American report 


The financial 
let gives comparative figures fo 
statement of 
McHaney is 


three years. The 
President Powell B 
brief and to the point 

Mutual 
Yew York scores the highest in 


Life Insurance Co. of 


the pamphlet report classification 

Mutual of New York’s report is 
brief, but manages to include a 
yood deal more information on the 


company business in 1955 thar 
report with man more 
It supports the contention 
it takes more than just color 
ple chart pastora 
family 


and group 


innual report 
report of Mutual Lif 
Insurance Co. rank 
y the leaflet report An 
vette! “ua two-yeal im 
financial condition wit! 
notes that tell the lay 


all about 





State Insurance Departments: 


Do They Influence Major Insurance 


Because of the increased concern about state regulation of 
insurance, Editor T. J. V. Cullen turns over his editorial page 
and other space this month to this significant study of how 
two leading state departments have influenced major trends. 


RE the state departments of 
insurance important forces behind 
major changes affecting the insur 
ance industry? No present-day 
department, presumably, regards 
as its sole mission the purpose for 
which insurance supervision orig 
inally was established, i.e., the 
protecting of policyholders — by 
forcing their insurers to so con 
duct their affairs as to remain 
solvent But do the several de 
partments regularly play impor 
tant parts in the most significant 


dey elopment In insurance covers, 


9 


legislation and practices‘ 


Extent of Influence 
In an effort to develop at least 
a partial answer to this question, 
| have attempted to determine the 
extent to which the insurance de 
helped to 
bring about or to prevent the 


partments of two states 


bringing about in their respective 
states of 20 of the most important 
change affecting the property 
casualty insurance industry dur 
ing the period 1989-1954 l se 
lected the development olely on 
the basis of long-run significance 
demonstrated or probable) to the 
industry, avoiding the temptation 
to include changes merely because 


they quite obviously involved par 
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ticipation by insurance depart 
ments or quite obviously did not. 
I do not imply that I regard the 
twenty developments—necessarily 

as desirable from the standpoint 
of the property-casualty insurance 
industry or the economy as a 
whole. 

The influences traced were 
those of the departments of New 
York and Ohio. In our system of 
state regulation of insurance New 
York’s has been the dominant in 
surance department since Elizur 
Wright was forced out of the com- 
missionership of the Massachu 
setts department in 1867. The New 
York department not only directly 
supervises domestic companies 
writing more business than those 
domiciled in any other state but 
also exercises much control over 
methods of operation throughout 
the country of out-of-state com 
panies desirous of doing business 
in New York. It has the responsi 
bility of maintaining vigilance in 
behalf of a body of insurance pur 
chasers larger than that in any 
other state 

Ohio’s department was selected 
for a combination of two reasons 
a) The fact that it 
ubstantial number (216) of do 


supervise 


mestic companies and polices one 


of the nation’s most active and 


most diversified insurance market 
staff Is 


to possess considerable knowledge 


suggests that its required 
and perception and to expend con 
irsuance 
then, it 


siderable energy in the } 
of its duties. Outwardly, 
would seem to have the capacity 
and the opportunity to influence 
developments affecting the insur 
ance industry. (b) Unlike depart 
ments in other populous states, 
however, it never has made any 
pretense of leadership among in 
surance departments. I did not 
anticipate or finally conclude that 
the Ohio department ranks at the 
opposite end of the pole of influ 
ence-exertion from New York’s de 
partment. Nor do I regard it as a 
“typical” department; the level of 
activity of the “typical” depart- 
ment, I suspect, is considerably 
below that of the Ohio depart- 


ment. 


Evaluating Role 
To trace the parts played by the 
two departments in each develop 
ment, I interviewed persons who 
were familiar with the circum 
stances within their particular 
states of 


observed the developments a 


the change. Some had 


members of the staffs 
partments; some as Insurance ex 
ecutives. I also studied depart 
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mental press releases, transcripts 
of testimony of superintendents 
of insurance’ before legislative 
committees, news items in the in 
surance press and published ad 
dresses and reports. 

For interpretive purposes I then 
evaluated the parts played in the 


Develo ments? developments according to the fol 
bd lowing cale :? 


Points 


The department \ the 
most important positive 
force behind the develop 
ment 


By DONALD L. MacDONALD iy EOE 


Assistant Professor of Insurance, University of Michigan ly important positive force 
behind the development 
The department wa 
lightly important positive 
force behind the develop 
ment 
The department maintained 
a neutral position 
Property-Casualty Developments, 1939-1954 The department wa it 
slightly important negative 
Ohio New York force in the development 
1. Multiple-line legislation l , The department was a high 
Development of packaye policies for residential] ly important negative force 


risks 


Granting of automatic reinstatement by fire 


in the development 
The department wa the 


Insurers most important negative 
Increased significance of direct-writing companies force in the development 

Widespread usage of extended coverage endorse The development tudied and 
ments er the findings as to the department 
Making available of the personal property floate: influences in them are indicated 
Tighter state control over rate-making in the two-column table at the left 
Enactment of more stringent financial respon m this page 
bility laws In an effort to learn whether 
Iitroduction of deductibles in property insurance the departments tend to take a 
Raising of standards in insurance selling through yreater part in shaping develop 
establishment of new licensing requirement ment which are of immediate 
Raising of standards in insurance selling through concern to the insurance-buyins 
promotion of the professional concept public than are those which 
Developments in assigned risk plan indirectly affect it, the 20 deve 
Introduction of installment premium plans pment vere divided into 
Introduction of continuous policy plan groups according to immedias 


policyholders’ interest Finding 


Introduction of fire coverage applying without re 
yard to depreciation ere as indicated below 


Increased significance of multi-location forms Continued on page 77 
Development of “three-D” policy 

Development of comprehensive general 

forms 

Adoption of 19483 Standard Fire Polie 

Movement toward increased uniformit 


office accounting 





THE CHEMICAL 


ow to Pick Them 


These thoughts, by THE SPECTATOR'S regular 


writer on investments, set important check- 


points for the insurance executive who must 
select common stock purchases in the highly 


volatile field of the large chemical companies. 


By ERVIN L. HALL, Partner, Davis and Hall Investment Management 


k you have ever been intrigued 
with the test tubes, beakers, re 
torts, Bunsen burners and the en 


thusiastic bubbling and = sizzling 


that goes on in any elementary 
chemistry class room, you prob 
ably still have an urge to do a lit 
tle dabbling. Chemistry urges one 
of the fu 


ture. One step leads to another and 


on into the possibilities 


even the simplest chemical change 
with an air of 
lo the lay 


urrounds itself 
mystery and surprise 
man this aura of mystery holds out 
the hope of a great provider—-a 
provider that has been ever lavish 
in its gifts. From the “Fool's Gold’ 
Middle 
Ages to the modern synthetics and 


of the alchemists in the 


wonder drugs, the chemical indu: 


try has moved steadily forward 


and the doors that it opens almost 
invariably lead to other fields with 


more doors to open 


10 


These 
into the future, have intrigued the 


possibilities, as we look 


investor, as well as the speculator. 
But there are several tests that 
should be applied in the hard 
headed selection of chemicals for 
an investment portfolio. A com- 


pany must be financially strong 
Chemistry requires expensive 
equipment and research; it re 
quires modern plants and the ex- 
pansion of these plants to keep 
abreast of the times. A company 
with limited resources, or where 
existing debt is a large part of 
capital, can be severely handi 
capped at the very time expansion 
is essential or a new and promis 
ing product needs the push to put 
it across. 

Needless to say, the essential in 
gredient of any successful com 


pany, capable management, ap 


plies with special emphasis to the 








chemicals. Results are what count 
and there are a number of ways to 
check management. How success- 
ful has the company been in sales, 
product 


earnings per share, new 


development and control of ex- 


At the 


stockholders have a chance to see 


penses annual meeting 
the management in action and to 
judge how the members conduct 
themselves. A lackadaisical, satis- 
likely to 


stay in the running very long. An 


fied management is not 


aggressive management will wel- 
come questions at the annual meet- 
ing, or personal calls by share- 
holders during the year. It is well, 


however, to go prepared with in- 
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telligent questions based on 


the financial state 


facts 


prior study of 


ments and other regarding 


the company. The management 


should not be expected to spend 
time listening to unsupported crit 


icism or idle chatter 


Technological Soundness 


One more important test to ap 


ply—is the company technologi 


cally sound? This is an ingredient 
that is reflected in the 


the plant and the processe 


product 


For example, are the company 


well diversified 


products 
broad and 


fields 


patent protection 


where there little 


is 


June 1956 


throat competition? Are th 


icts used by many industrie 


ubject to expan ion of ma 
with a incre: 


ales’? The plant of the 


corresponding 


hould be modern, above all 


pi oad 


and 


inh 


compan 


with 


itomation being possible in many 


proce e Sucn a etup vill 


quentl 1@; “a 10M 
tif 


competitor 


! 
itural 


fre 


production 


chemical 


hould likewise be modern t 


vith modern plants and auto 


ion. Low labor costs are help 


il and a unique process, requil 


ing highly trained worker mia 
imit ¢ ompetition 


Even in thi 


point to 


brief outline 


look for in the e 


of chemical toch one 


ibly find no that 


company 
T here are © 


that 


pict ire 
mat other factor 


inde} company 


here. A guide, he 
a Compan 
ingredient 


essful. As a 
Continued on page 55 
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How To Introduce Electronic 


PTH 


oftic t 


h of electron 


there 


the anu processing 


vork, has second film 
cribe how 
These 
from a 
has 


more 


intro 


Heel 


were nate 


connected, and put te cvcle 


A ork 


the American and 


Manayement Association has pre film); how 


ented a neat packaye of introduc film 
ot 
“Data and Decision,” 


“how 


ms in their set four sound es 


film your office 
The i i 


it explanations of 


trips o1 


are not merely to-do tae vast, 


electronic data bilities are for 


First film—Data Proc essing and the Computer. Here is the evolu 


tion which has brought us to the electronic era in office work. We 
The film 
depicted in symbols in the lower pic 


see the five basic functions all done by hand at first 
takes us 


ture 


through the steps 
by which mechanization and electricity took over each of 


those functions 


in 

the 
films 

hi 


been 


(EDP), 
the 


bash 


fo 


converted 
mechanization 
the units 
; how an electronic data proc 
ing system can be brought into 

third film 
often unexplored possi 
these 


" 
low 


tory 


t of 


this 
films avoids being overly technical 
but does to 
of the 


derstand 


the Done in full color, se 


de 


opel 


although 
et does 


units convey much 
the 
how 


to 


manaye 


information needed to un 
what 
do 


gets 


whole 
office 
more 
first 


second 


these electron 


of 


helpers can For instance, the 


second film briefly into bi- 


work nary mathematics and describes 


how a unit “remembers” numbers 


by a series of open and closed cir 


and what cuits 


EDP 


in 


Some of the examples of 


systems. applications are taken from 


Second film—The Computer System. By using this comparison 
between desk operations and the flow of data through electronic 
units, the film shows EDP doing our ordinary operations faster and 
more efficiently. Much of the film presents simplified explanations 
of different 


can represent numbers or letters in a binary system. 


electronic functions, such as how electrical circuits 
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Systems 


operations But 
the whole set of films fits any 
office where electronic processing 
Is planned or even just contem 
plated The four films, sold as a 
set, can be used to introduce EDP 
either to the office employees who 
must work with it or to the execu- 
tives who must approve and 
budget funds for these systems 
For more information about buy 
ing the “Data and Decision” films, 


circle 87 on the card on page 66 


Third film—The Feasibility Study. Next move is to find the right 
electronic system for each job. This film shows how companies 
tackle this problem in the three steps listed in the top picture 
Below, with the block diagram of an Electronic Data Processing 
system, are the four factors that must be considered in selecting 
the right system. 


Fourth film—The Electronic Frontier in Business 


(below) 


This ed 


really today's ‘frontier Film cites quickly some current applica 


tions of EDP systems, and points out some 


as feedback illustrated in top picture Some specific 


of what these systems can do include, in the 


case of profitably locating oil wells 


a 


new variations 


bottom 


picture 


suc h 


examples 


the 





Incentive Campaigns: 


_-, What Prize 


Glory! 








By JOEL R. ALLEN 


Vice President—Sales 
Cappel, MacDonald and Company 


BOUT thi time of year, 


ules Manaye} often turn to 
thoughts of 

“Sure wish there was a way to 
yet more production out of the 
men this year. They’ve been going 
along pretty good, but with a lit 
tle more effort, we could make thi 
a big yeat 

“With summer almost here and 
a lot of them interested in their 
vacations and in fixing up the 
house, this probably isn’t too good 
a time for a pep talk. But if there 
were only some way to get the 
men to produce a little more. Or 
if they 


would sell some larger 


policies, that sure would help 


But I guess there is no way to do 
either.” 

But there is a way. Each yea 
hundreds of insurance companies 
conduct merchandise prize pro 
alesmen fresh 


hould put 


grams to give thei 
new reasons why they 
forth the extra effort to produce 
more business or to sell large 
policies 


However, it is not the prize 
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themselves that create the extra 
sales energy. It is the forces ac- 
tivated by a prize campaign that 
make averaye salesmen star sales 


men These forces are family 


influence, recognition, pride, 
imagination, and the competitive 
spirit. All of 


tribute to the inspiration of the 


these forces con 


sales force. 


Merchandise Activates 
Merchandise has proved that it 
activates all of these forces more 
than any other type of reward 
Here is how all of these impor 
tant forces are brought to play 
n a merchandise incentive cam 
paign 

Family Influence. Most impor 
tant is the “family influence” gen 
erated by a good incentive cam 
paign. The families of salesmen 
are sometimes the people who 
stimulation A 
attitude 


closely 


need the most 
man’s enthusiasm and 
toward his job are very 


related to the interest and en 


couragement of his family. For 
example, in many lines of insur 
ance, night work is a necessity, 
should be 
to this fact 


and wives sympathetic 


Obtaining family 
support can be, in effect, the same 
as creating a wonderful group of 
“assistant sales managers.” 

A merchandise prize campaign 
is the best form of incentive pro- 
motion because it can be directed 
gracefully to the nome where 
every member of the familv can be 
rewarded—bvy even a single prize! 
More than 80 per cent of tl 
prizes chosen it campaigns 
are merchandise prizes for 
home! 

Imagination. Next powerful 
force utilized imagination, for 


instead of a casn prize which 
would go qui kly to pay routine 
bills, fulfil 


ment of many desire are won 


luxuries that mean 
stimula 
their 


television 


Imagination adds to 
tion Salesmen may set 
sights on such prize 
sets, a fishine rod hieveles or ap 


‘ 


pliance But wha they reall 
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The special sales campaign has become an 


accepted technique in insurance circles. Mr. 


Allen delves into both motivations and results 


of that particular type of campaign which 


offers to the agents merchandise as prizes. 








have in mind are ringside seats 


at the best sporting events ‘ 
relaxing by trout-filled 
kids . . and 
a drudgery-free household 


Thus, 


have a powerful 


weekends 
streams happy 
merchandise’ incentives 
meaning as re 
effort, 


use-values on the 


wards for extra because 


people place 
merchandise prizes they win 


values that are worth so much, 
vet cost so little! 
Recognition. The merchandise 


sales-incentive campaign allow 
you to offer recognition to every 
man, not just the top few sale 
men 

You know it i 


recognize a 


important to 
morale to man’s a 


complishments especial when 


he makes a genuine effort to pro 
Here’ 


way to give recognition, for 


duce more result the ea 


merchandise incentive 


each salesman feels he 
of a tage \ ith 1e@ pot 
perform 


id ial 


light on his indiy 
ance. He can play the role 


dit 


hero—and win the pla 


June 1956 


audier 
and fellow sal 


Reyardles ( 


intense 


of a merchan 
“trophy of ac 
pointed to wit 

Pride. You 


yvour side. bec 


incentive Campaign ral} 
idual 


man’s sense o 
and empha Z 


manayement 


elling and extra ef 


campal 
point 


} 


fa 


the 


him 


ice of 
esmen 
if the 


dise 


ompli 


h pride 


also 


ause 


f indi 


e the 


plac e 


yn 


home 


mi! 


contributi 


oe 


elf! 


Y 


( 


manag 


prize, 


hment 


hay 


merchand) 


rt 


Competitive Instinct 


otner powe 


normal 


compet 


Americar 


rful 


compe 


a 


; 


playel hn 
Vin the 


average pertorn 


nave the ingrediet! 
ale campaign 


family influence 


ination, recognition, pride, 


petitive instinet These five fe 


j 


nave peen ised iccesstull a) 


irance companies to reach 


e majo ale objectives more 


volume, new business, larger 


police and increased sale of 


pecial line 


? 
Let’s take these objectives one 


by one and give an example of a 


company that ha conducted a 


campaign with ea h objective In 


all of the 


point 


following cases, the 


vhie h 


used to “purchase” prize 


are awarded 
the nrize catalog 


A Look at Campaigns 

MORE ALES VOLUME 
[The company is a Midwest 
company 


eral insurance 


agents in approximately 25 sta 


The company management decided 

on a three month cCampaiyn The 

pecial campaign theme 
. 


parti lint }) 


were 


fferent ‘ 
mer ttempted 


Continued on page 58 
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Taxes: 


When Do You 


Withold 
Taxes on Disability Pay? 


By CHARLES L. KOPP 


Assistant Counsel, Pacific Mutual Life 


IRTUALLY everyone who em 
V ploys people on a salary has 
ome sort of 


“wage continuation 


plan.” From the employer who 
pays full salary to a clerk who 
comes to work an hour late be 
cuuse of a cold to the one who 
“retires” «# vice-president follow 
ing a disabling heart attack, the 
arrangements vary immensely in 
completeness, formality and liber 
ulity. The 


these plans involves 


latest problem with 
deciding when 
an employer must withhold income 
taxes from the salary or wages 


paid to a disabled employee 


For many years prior to the 


Kevenue Code of 1954 there was 


an artificial distinction between 


an “insured” and an “uninsured” 
plan. The consequences of the dis 
tinction 


were very important to 


the employee. “Insured” benefits 


were tax free; all others taxable! 


Distinction Without Difference 


Vhe rule reached the ultimate 
artificiality in A pmeter 

r.C. 9261; 199 
There, 


employee due to 


»08 1952) 
payment to an 
IcKNeS were made pursuant to a 
written health plan for all em 
ployees The “Plan” ] not follow 


the technical language of the usual 


health However, 


the employer was the LinccIn Na 


insurance policy. 


tional Life. You can search the 


opinion without finding it but | 
have the feeling the court felt it 
didn’t 


promises to the 


matter much whether the 
employee were 
made in the Personnel Department 
or the Underwriting Department of 
the company 

The gravamen of the decision is 
that the “insurance” need take no 
particular form and that the rendi- 
tion of services by the employee 
furnishes the consideration, and so 
no taxes had to be paid on benefits 
from such a policy-less “insured” 
plan. The Internal Revenue Service 
indicated it didn’t like the decision 
(Bureau Release, March 26, 1953, 
535 CCH Standard Federal Tax Re 
ports 6136) but Congress indicated 
its pleasure with the enactment of 
Internal Revenue Code Sections 104, 
105, and 106. These encourage em 
ployers to provide accident and sick- 
ness benefits for employees and 
make the tax consequences the same 
whether insured or not 

However, the Treasury Depart 
ment has now issued Final Regula 
tions covering the who, what and 
vhen of income tax withholding by 
employers under these plans 

If an employe) could be persuaded 
to read them, he would still dash fo 


his nearest insurance man to “in- 
sure” the plan. The saving of ad- 


ministrative “red-tape’’ would be 


worth the premium. The Regula- 


tions on the income tax conse- 
quences are eight pages long, on 
employer withholding, an additional 
three! A summary follows 

The 1954 Code sections introduce 
an integrated set of rules for the 
tax exemption of payments received 
by an employee through accident o1 
health insurance, or under an em 
ployer’s accident or health plan, 01 
from a state sickness and disability 
fund. Except with respect to medi- 
cal reimbursement and payments 


unrelated to absence from work, 
there are two basic limitations upon 
the exemption: (1) the exemption 
is allowed only to the extent that 
the payments do not exceed a week- 
ly rate of $100; and (2) if the pay- 


ments are for “sickness” rather 
than injury, the exemption applies 
only after a seven-day waiting pe 
riod, unless the taxpayer was hos 
pitalized for at least one day during 
the sickness. (Note that the hospi- 
talization does not have to occur 
during the first seven days. It can 
occur at any time during the ab- 
sence from work. Therefore, some- 
times you don’t know whether the 
payment for the first seven days is 
exempt until the whole sickness is 


over!) 


Employer's Responsibility 

The employer's responsibility for 
withholding in connection with this 
exemption has presented a difficult 
problem, On the one hand, the Trea 
sury has not wanted a blanket re 
quirement for withholding on such 
nontaxable income, if only because 
it would automatically increase the 
detail of 
claims. On the other hand, it recog 


administrative refund 
nized the harshness of placiag upon 
the employer the absolute risk of 
factual determination and 
After two 
“proposed” regulations, the 


correct 
statutory interpretation 
sets of 
Treasury has now issued the final 
regulations with the acceptance of 
many suggestions by industry rep- 
Treasury Decision 


1955 


resentatives 

6155 De 
The rey ilation apply to any 

‘wave continuation payment” for a 


Continued on page 48 
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Why does the man who sells Living Insurance speak up? 


It’s late at the PTA meeting 


one is needed to organize next year’s 


Some- 


program 


Again and adgaln where good 


neighbors share the load in com- 
Red Cross, PTA 
t and othes 
the Man from Equitable is a will- 
After work, he shows 


the same spirit of service that marks 


munity projects 
Community Che nan 


ing voluntees 


his bu Irie ; day 
\s a life 
hi ; workin 


underwriter, he 


hours thinkins 


THE 
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their hope their fears, their 
dreams, The 
shows them how to 
dreams 


| wing 


into happy realit with 


In Hranee Phi ] modern 


insurance that stresse benefits for 


the livin eneht policy- 
If bie 
for th mily that 
on after him 
icept of Living 
real 


i 
| { | 
rk OF thie 


EQUITABLE LIFE ASSURANCE SOCIETY OF THE U.S 


e New York 


Man from Equitable 
turn these 


writer. It is a positive approach t 
selling that can lead to inecrea 
sale olume 

And in making his daily calls th 
Man tre 
a return that i 


It come 


nn Maquitable can count of 
more than mone 
from the knowledge 

nicl me rvilic lj { 
fear of th 


/ itdii 


future bee i 


ln Mrance hie hia 


big If 


a 
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Taxes 


Continued from page 46 


period of absence from work on 

account of personal injuries or sick- 

ness, if such payment is made by 

the employer or is attributable to 

contributions made by the em- 

ployer which were not taxable to 

the employee. When the payment is 

made directly by the employer, the 

employer is “not required” to with- 

hold if his records separately show 

such payments, and if the records 

three . oh, dear ‘a os : “contain data substantiating the 
employee’s entitlement to the ex- 

‘ve Simply lost track of how many lay clusion.” 


I take the train for Philadelphia and 


opening of PLM's new Home Office Right to Exclusion 
Jug \ ° ‘ « « r . ej 7 of 
building Anyway, the date is Wednesday June 13; # Such data may consist of : 
written statement from the em- 
and Mr .'8 already teasing me about my being ployee specifying whether his ab- 
sence... was due to a personal 
PLM hoste with the mostes' But I don't wih 
injury or whether such absence was 
care; am thrilled at the chance of meeting and due to sickness, and, if the latter, 
whether he was hospitalized for at 
rreeting s< good agents and their better : . . ae 
: ‘. aie ' : least one day during this period. 
halve See! like I'll just never be ready——so ve Or, the requisite data may consist 
of “any other information which the 
much lengthening and shortening and pre Ing employer reasonably believes estab- 
, ‘ eS 1 Qa 1eQ’ > i > > 
wondering if I'm going to look all right lish the employee’s entitlement to 
the exclusion.” Internal Revenue 
might almost be getting married .. . Goodne Regulations number 31.3401 (a 


l(b) (8) (ii) (b). Presumably, if the 
A employer does not choose to recog- 
nize the exemption, the employee 
has no legal ground for complaint. 

In contrast to this optional treat- 
ment, the regulations state that “no 

 : tax shall be withheld” with respect 

UN ag ae Ry ES cae Ch ae es 4 to wage continuation payments 

made by any person who is not the 

MR. LOCAL AGENT tual employer. Thus, an insurance 
company or a trustee under an acc! 


Last call! Maybe when this reaches you you'll already be about to shove 


dent ealth plan has no right o1 
off for Athantic City to attend the convention of the National Association len v heal pla ha ; ; 


of Mutual Insurance Agents. If so, then we hope you're planning to visit duty to withhold, nor is there an\ 
us in Philadelphia, We're holding Open House and have arranged an all requirement for “data” to support 
expenses-paid trip from Atlantic City to our new PLM Building, including the employee's exemption. Inter 
buncheon. We're naturally proud of this new Home Office of ours and want nal Revenue Regulations numbe) 
you to see the last-word facilities we've set up to handle your business. The 51.3401 (a)-1 0b) (8) Gi 


date: Wednesday June 13. Please come! The Form W-2 filed by the em- 


ployer must include all wage con 
tinuation payments made directl) 
by him, even if he chooses not t 


Pennsylvania Lumbermens {¢ vithhold the tax, It need not, hov 


‘ \ ry, include exempt payments by 
| J ‘ ve mn ( ‘ , ever, inciude xempt pa} 
Mutual Insurance Oompa Nn an insurance company or trust In 

PLM Building * Philadelphia 7, Pa ternal Revenue Regulations numbe1 
Writing FIRE and ALLIED LINES ‘‘in the Birthplace of American Mutual Insurance” 31.6051-1(a iii) 
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A Call for Action 


While most people feel it is 
necessary to have insurance, few 
are enthusiastic about it They 
show a relative lack of awareness 
of their insurance problems; and, 
even when aware of such problems, 
they often appear not to feel them rae42w eng aire eo @ ©@ 
acutely. * 

This would suggest an urgent 
need for awakening people to the 
advantages afforded by adequate 
insurance’ protection Most local 
agents, as community leaders, are 
In a position to generate an en- 
thusiasm for its ownership. 

Those agents who practice what 
they preach, and have provided for 
their own business continuation 
and family security, are equipped 
to convey to friends and neighbors 
the benefits of business and family 
independence One of the most 
compelling selling devices is a claim 
draft for damage to one’s own home 


t’s said in New England 7 yineer worthy of his fee promptly 
or automobile, or a _ bill marked Md tm oN . 


beat competition, be it , revert to type and becomes an MII 
, Cal Tech clentist You know 
medical expenses They make in- 


bt A New Question oN inintelligible an insuran 


is to the layman? Picture 


“paid” for one’s own hospital and 


urance a tangible commodity 


showing that it actually can be Who, o1 vnat, | an agent. , 
. panic of an underwriter peel 
seen, touched, eaten, worn and Those who are trained, professional 
i ' for the first time through the 
driven advisol still have an educationa 
\utomationland 

ervice t perform among youns 


A Plan of Action insurance buyers After all, most inately, those who wait it 


T : insurance marketing systems en e caught ina time lag 
There is more to a sales story 2 
plo agent of a sort If you're 
than the price tag. Automobile in 


( re ent V¢ dl have t we; k ip i i 
surance buyers, especially those un- °*"*" : peak up. — Soul Searching Again 


der 35, are more value consciou The insurance business 1 4 


than ever. They want to get thei: Another Challenge 


money’s worth They will pay [In the public mind, there is ne vice, the people want 


more for adequate insurance if they general dissatisfaction with th much, there is su 


fundamentally sound, it is such at 


know they get more for their pre agency method of selling insurance ‘al al market, that we can 
mium dollars In other words, if Many consumers believe, howevei ere; ritings every year despite 
they know their policy is backed b that the agency-companies, then oul In no other busine 
sound local advice, fair claim settle ‘ive ould) operate more medioertt o well rewarded 
ments, convenient purchasing a1 nti) become a leader, our organizat 
rangements, speedy claim service, IT) rT i i ) astel needs fi r also need 
coverage tailored to needs, and a advantag I tive on firing 
sturdy, reputable company 

Agents who are doing the best 


ob in taking automobile busine 


Community Activities 


from cut-raters are hammet ( a and , Whether or not you know 1 


t a fundamental local sellir mong t ) + compan have b ( personality 
servicing program « siti I y problem of autom: tow! Your neighbors ma 
is, personal alesmanship ) a le Insurance busin yard you favorably, unfavoral 
are coordinating their ma ! ! ! ad I ! j ndifference In a busi 
promotional materials into an rail vith at calculating i ( o dependent on public confi 
organized day-by-day) campaign acl and small aye capacit dence, it is dangerous for an in 
They are devoting much more time ed small calcul: capacit irance man to do less than the 
than they did a few years ago t and tremendous storage capacity right thing as a good citizen. Look 
field work. They are seeing the Most insurance executives droy for opportunities to meet the peo 
people They are delivering re- out of the discussion at this stage ple, do the right thing, and be re- 


newals because any data processing en pected as a good citizen 
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7 Topical Law Reports: 


N. matter what your interests, no matter what your responsibilities may 
be, if they concern taxation and business law, you will find them well 
served, effectively and continuingly, by one or more of the great family of 
CCH Topical Law Reports. 


Hour after hour, and day after day, telegraph, telephone, teletype, and fast 
mail pour a steady stream of new laws, amendments, regulations, rulings, 


decisions, and the like, into the editorial offices of Commerce Clearing House. 


Hour by hour, day after day, this vital news, this important factual infor- 
mation, transformed into efficient working tools, is rushed into the hands of 
subscribers all over the country through pertinent issues of the more than 
one hundred fifty CCH Reports. 


e 
Thus, Commerce Clearing House Topical Law Reports, by consistently 


meeting specific business and professional needs everywhere, have established 
a recognized symbol. For everywhere now the initials “CCH” mean speed, 


dependability, and completeness. e 


eo, 
“*eeeeee eo ® 


. 
e 
e? 
Pi 
rae 


Note Breadth and Depth of Reporting: 


TAXES 

All-State Sales Tax Reports 

Canadian Tax Reports 

Capital Changes Reports 
(Sineclair-Murray) 

Code and Regulations (Federal) 

Dominion Tax Cases 

Federal Tax Course 

Federal Tax Guide Reports 

Inheritance, Estate & Gift Tax Reports 

Payroll Tax Guide 

Standard Federal Tax Reports 

State Tax Cases Reports 

State Tax Guide 

State Tax Reports (in 49 Units) 

Tax Court Reports 

BANKING 

Federal Banking Law Reports 

Stock Transfer Guide 


Trust & Estate Law Reports 


Write for details of reporting in your 


@ BUSINESS 
Atomic Energy Law Reports 
Aviation Law Reports 
Bankruptcy Law Reports 
Conditional Sale— 

Chattel Mortgage Reports 
Dominion Companies Law Reports 
Dominion Reports Service 
Federal Carriers Reports 
Food Drug Cosmetic Law Reports 
Government Contracts Reports 
Legal Periodical Digest 
Liquor Control Law Reports 
Pension Plan Guide 
State Motor Carrier Guide 
Trade Regulation Reports 
U.S. Supreme Court Builetin 
Utilities Law Reports 


SECURITIES 

Blue Sky Law Reports 

Federal Securities Law Reports 
INSURANCE 

Business & Estate Insurance Reports 
Canadian Insurance Law Reports 
Insurance Law Reports 

Workmen's Compensation Law Reports 
LABOR 

Canadian Labour Law Reports 

Labor Law Course 
Labor Law Guide—Federal 

Labor Law Reports 

SOCIAL SECURITY 

Railroad Retirement Reports 
Unemployment Insurance Reports 
LEGISLATION 

Advance Session Laws 
Congressional Index 


Congressional Legislative Reportin 


COMMERCE, CLEARING, HOUSE, INC., 


NASSANNSANASNNANNASA NINN NNN 
field 


522 Firrnw Ave 
New Yorn 36 


4025 W. PETERGON Ave 


CwHIicaGco 30 WASHINGTON 4 


NASANAANNAWNRANOOWOON_ANAASNSAANNANANAAY_Nannnannnnd 


PUBLISHERS of o°2 20-28 ee ee Soe ee 


1329 © Srreer N. Ww 
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False Swearing After Loss 

An action was brought by the as- 
sured to recover a jewelry loss un- 
der a Jewelry-Fur Floater Policy. 
The following provisions were con- 
tained in the policy: 

“1. Misrepresentation and Fraud. 
This policy shall be void if the as- 
sured has concealed or misrepre- 
sented any material fact or circum- 
stance concerning this insurance or 
the subject thereof or in case of 
any fraud, attempted fraud or false 
swearing by the Assured touching 
any matter relating to this insur- 
ance or the subject thereof, whether 
before or after a loss. ... 

“8. Examination Under Oath. 
The Assured shal] submit ... to ex- 
amination under oath by any per- 
sons named by the Company, rela- 
tive to any and all matters in con- 
nection with a claim and subscribe 
the same.” 

The company interposed a de- 
fense that the policy became void 
because the assured-plaintiff swore 
falsely as to her criminal record 
and conviction during an examina 
tion by the company subsequent to 
her filing a proof of loss. The loss 
occurred in March 1952. The ques- 
tion on the examination related to 
certain alleged incidents in 1935. 

moved for sum- 
mary judgment in its favor. The 
Court 


The company 
refused to grant summary 
judgment, saying: 

“Assuming arguendo that the 
facts submitted by defendant are 
true, it is this Court’s view that 
they are immaterial as a matter of 
substantive law to defendant’s lia- 
bility under the policy, in that the 
“false 


swearing” does not cover the type 


provision with respect to 
of situation presented herein. In 
any event, and assuming further 
that the 
within the coverage of the false 


situation at bar comes 


swearing provision, there is a dis- 
puted question of fact which should 
not be disposed of summarily on 
this motion. 

“With 
riality of the alleged false swear- 
observed that the 


respect to the immate- 
ing, it is to be 
alleged false swearing was 
mitted after the filing of the claim 
or proof of loss, 


com- 


as distinguished 
from false swearing in an insur- 
There was 


no false swearing or other misrep- 


ance policy application. 
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werdict... 


By LUKE A. BURKE 
Member of the New York Bar 


resentation which served to induce 
defendant to issue the policy in 
volved herein. 

doubt 


statement, un- 


“It is a matter of serious 
whether any false 
der oath, made by an insured in 
the course of an examination in 
connection with his proof of loss 
would enable defendant to 
false 


ambiguou It does not 


policy rhe wearing pro- 
vision i 
specify the 
false swearing with any degree of 
precision, but is couched in general 


term ‘touching any matter re- 


lating to this insurance or the sub 
ect thereof.’ 


of thi 


A literal application 
provision would mean that, 


if a person } examined after a lo 


and makes a false statement about 


his alleged criminal record in the 


remote past, or about some other 


“Wheat about this claim for three 
broken legs from one policy holder?” 


void the 


subject matter of the 


collateral matter which might bear 
ipon his general credibility, such 
automati- 


false tatement would 


cally void the policy The danger 
of injustice is emphasized by the 
absence of an application for the 
Jewelry Fur Floater, which could 
require the disclosure of a past 
Conceivably, an 


criminal record 


insured might, for personal rea 
ons, be reluctant to disclose a long 
criminal record, although it 


suuld have no bearing upon the 
ibject-matter of the claim 
‘Because of the ambiguity of 
false wearing provision, it 
hould be construed strictly against 
the defendant, under the doctrine 
(Talbot v. 


Marine 


of contra proferente m.’ 


Manhattan Fire & 
District Court for 
Southern District of New York, 


March 20, 1956 


Insur 


(rice ( Bon | Ne 


“All-Risk” Floater Construed 


An action was instituted to re- 
cover the value of a mink coat It 
was the assured’s business 


tice to offer its 


prac- 
furs for sale in vari- 
ous resort areas during the differ 
ent season For this purpose it 
rented space for brief periods in 
tores operated by local merchants 
In Bar Harbor, 
space in a store operated by a Mrs 
Pocker who sold ladies’ 
Pocker’s 


adjoining 


Maine, it utilized 


wearing 
apparel Mrs premises 
were two stores con- 


Continued on page 52 
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Verdict and marks on it showing forcible missed the second cause ot 
nt One of the mink coats was since the connecting door wa 
ny eS ing. At the time of the loss,  oint of entry ‘o the premise 
ork on the fut had not been which the at Wi stoler 
ompleted tiff did not ha the exclu 
lhe “all-risk” policy provided for ) Hin e but share 


100 in the ividinyg ‘ 
, e dividing of the furs while they f it with ] Pocket N 


ed on ore for en from tne a ired own it limited » UI e of the 


and the othe premise One of the ex tore ines evinson arrived 
provided that in the eve ; Meal f the front 
tne assured ( | due to theft while the fur 
a quantity of ere “on exhibition in hotels. ie ey nat the space ; 
Pocke and placed obbies and stores” there would be LO aintiff we part of the 
part of the selling — no recovery under the policy unle emises in which Mrs. Pocker con 
to hin As the fur theft was “due to forcible entr ducted r own busine These 
required « ain preliminat vor} the premises” and there were premi yn ed of both stores. 
before i ) be offered for ible marks at the point of entry. Consequently, onnecting door 
day Vi Within the mises and could 
vorking ( } { the 3 not mstl » a point of entr to 
evening of the second day he placed Two Causes of Action them. 
the furs in a show case made avail The law ult against the Com “The trial court, however, ¢ 
able to him in the selling store and pany had two causes of action. The not to have n ed the first cause 
left the premises, going out by the lirst Wa based upon a lo | of action ! oing so the court 
front entrance of the work shop tained while the coat was not on ex | vord ‘exhibition’ as 
Before leaving he had bolted the hibition The second was. predi . n the hic to mean. to ex 
front and rear entrances to the cated upon a theft while the coat . j : for the purpose of 
elling tore locked the door con Vil on exhibition and there was a Appare nt the court adopted 
necting the two stores, and given forcible entry this interpretat because the 
Mi Pox | Cl tne ke \ to the con ; < Appellate Court allowed i polics X on i ipplied ti this 
necting door The next morning overy for the following reasons: ase volved ex ition in store 


he found the connecting door aja » trial court properly di oa i vel] tt ule of con 


STAR OF 


THE NORTH Do-lt-Yourself 
Won't Work 


with Life Insurance 





More and more leisure time and Ameri- 
can ingenuity have combined to make “Do- 
It-Yourself” an industry of major propor- 
tions. 


“Star of the North,”’ symbol of 


But it won't work with Life Insurance. 


insurance guidance to a nation The advice and persuasion of a well- 


and to many an underwriter trained Agent are essential elements in our 
business so that Life Insurance, tailored to 


who has hitched his career the individual, may perform its maximum 


to the agent minded... services. 


MINNESOTA A NATIONAL LIFE 
MUTUAL LIFE \ J AND ACCIDENT 


nk Bee O. oee Meeonen bo ead ° INSURANC COMPANY 


HOME er E ‘ TENNESSEE 


WAbommeh, & au -2°Rer 4. a3 SAINT PAUL W 
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struction that in interpreting pro- 
policies the 
given 


sucn as an 


Visions of insurance 
language employed is to be 
its ordinary meaning, 
average person of ordinary intelli- 
gence would attach to it The word 
‘exhibition’ is a common word in 
general use and not a word of at 
With implications. Che 
hold up 


iInspectiol 


legalisti 
dictionary definition is to 
or display for publi 
Thus an article on exhibition is not 
necessarily being offered for sale. 

“Even under the trial court’s in- 
terpretation the coat was not on 
exhibition. At the 


occurred the coat was not in condi 


time the los 
tion to be offered for sale nor was 
it exposed to public view. Actually 
the fur sale plaintiff had scheduled 
for Mrs. 
begun so that the theft could not 


Pocker’s premises had not 
have occurred while the coat was 
being offered for sale.” 

(A. M. Furs Inc. v. 
Centennial Ins. Co., N. Y. Supreme 


Le Vinson 


Court, Appellate Division, Decem 


ber 20, 1955 


Dividends and ihe Grace Period 

The 
whether a_ life 
which was kept in force fo1 


question in this case | 
policy 
death 


yrace 


Insurance 
benefits by virtue of the 
period was also kept in force so a 
to be eligible for dividends 


pay- 
able on the policy on its anniver- 
sary date. 
The date of 
was June 24, 
paid all the 
installments of 


issue of the $5,000 
1948. The in 


premiums in 


policy 
sured 
monthly $16.05 up 
to and including that due on April 
24, 1952. 


tallment due on May 


He did not pay the in 
24, 1952 or 
any thereafter. 

May 


24, the policy was kept in force by 


For thirty-one days after 


the grace period provision of the 
On the 25th of these thirty- 
sent to the 


poli y 
one days the company 
allow- 


insured a warning against 


ing the policy to lapse through 
nonpayment of the May 24 install- 
ment by June 24. 

On the back of the warning wa 
an “Application of Reinstatement 
of Policy” 


by the insured on July 5, 1952. 


form which was signed 
This 
was submitted along with a check 
for $16.05. It was signed as ap- 
proved on July 16, 1952 in the space 
Continued on page 54 
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40,000 


This ad of The Home In 
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Courtesy of the 
Greek Bowl — 425 6.C Metropolitan Museum of Art 


Without the faith and confidence of the artist 
a great work of fine art might never be created. 
The fine art of doing business at Berkshire Mutual 
is just as dependent on such ideals . . . for the 
mutual faith and trust expressed by the Company 
and its Agents is the strongest ligk in the 
chain that was forged over 119 years ago. 


FIRE INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 


RVING THROUGH LOCAL AGENTS SINCE 18635 





That Firct High H dle 


iY, Ag 2! 


AD 
MATS 


FREE! 








Support” 
ON THE LOCAL LEVEL! 


Hometown sales depend on local support... support that North 
American Accident provides in the form of a progressive line of Life 
and A. & H. policies, as well as support through sales promotion 
and advertising: 

This /oca/ /eve/ backing is available to agents as a series of sales- 
aimed newspaper ads which are free to agents to use in their own 
communities over their own signatures. It is a plan that can work for 
you, as it has for many other sales-minded producers. 

For details about participating in the North American Accident 
local level sales support program, write: 


S. ROBERT RAUWOLF, Vice President 


NORTH AMERICAN ACCIDENT INSURANCE COMPANY 


209 SOUTH LASALLE STREET e CHICAGO 4,!LLINOIS 
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Verdict 


Continued from page 53 


marked “For Home Office Use 
Only.” But on July 15 the insured 
died, 

Prior to these events, the com- 
pany’s board of directors had met 
on November 13, 1951, and passed 
resolutions providing for the dis- 
tribution of surplus funds upon 
policies which were in force on 
their anniversaries in 1952. If the 
policy in this case qualified as being 
in force, the insured was entitled 
to $31.25 on June 24, 1952. How- 
ever, if the policy were in force 
only as reduced paid-up insurance 
under the nonforfeiture provisions, 
he was entitled to a dividend of 
only $2.23 

The Court held that the bene- 
ficlary was entitled to the face 
amount of the policy, and we sum- 


marize its opinion in these words: 


Date Policy in Force 


“The principal question in this 
case is whether the policy was in 
force on July 15, 1952, the date 
when the insured died. The last 
date on which he paid a premium 
installment was April 24, 1952. He 
failed to pay the premium of $16.05 
due on May 24, but under the grace 
period provision of the policy, the 
policy remained “in full force’ 
through June 24. That date was 
the anniversary date of his policy 

an important date for determin- 
ing his right to participate in the 
distribution of the surplus voted 
by the directors’ resolution of No 
vember 13, 1951. According to the 
language of that resolution, he had 
a right to his dividend on June 24 
if, on that date, his policy was “in 
force.” Under the 38l-day grace 
period provision of the policy, the 
policy was not only “in force” but 
“in full force” on June 24. Since 
the amount due on his policy under 
the resolution was $31.25, the divi- 
dend payable on June 24 was more 
than enough to satisfy the May 24 
installment of $16.05.” 

(Kelly v. John Hancock Mutual 
Life Ins. Co., U. S. District Court 
for the Southern District of N. Y., 
December 29, 1955) 
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Chemicals 


Continued from page 41 


ter of fac t, the points brought out 


in this discussion apply equally 
well to most any industry 

But “things to avoid” are just a 
important 
It has 
around the 


ical stor k 


been easy to build a story 


and to be carried away 
by the projections of the moment. 
These projections have sometimes 
been far too optimistic, and much 
more 


warranted. We can all 
the wide field that was to be cap- 


remembe) 
tured by the plastic 
and the broad cures that were to 
follow the introduction of the first 
antibiotic They did not come up 
to the advance billings. And how 
about the new plants that were to 
revolutionize the industry, but 
which turned out to be headache 
at least temporarily? Since mod 
» highly techni 
hould 
old the 


and the po ible 


ern chemistry Is 
cal, any new announcement 
be carefully analyzed to ay 
dashing of hopes 
loss of capital 
Present day chemistry is an in 
dustrial giant that extends its ten 
tacles beyond the confines of the 
purely chemical companies. On the 
one hand you have the oil indus 
try, as an example, with experi 
ments in petro-chemicals and the 
chemical 


removal of by-products 


from natural gas, which can cet 


= HEY Daw | 
» INSURANCE 


S . 
ime) — 


( 
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"Yes, Ma'am, it's true we're experi- 

menting with package deals. But I'm 

afraid it doesn't mean you'll get life, 

accident, home, auto, hospitalization 

and liability for your present $5.68 a 
month!" 
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“things to look for.” 


opportunities in chem- 


than the fact at the time 


queeze bottle, 


tainly classify as having a dire 
interest in chemistry. On the othet 
hand, there are firms like Nation 
Distillers, that through purcha 
of the U. S. Industrial Chem) 
Company in 1951, entered a 

in Which it previous! had 
experience, It is because 
overlapping 
addition of the word 


to the name of a compan 


has become more and more 


know whet he rvyou are 


; Woe found, pall aduon 
wilh 1 tobi Malual ; 


ieta Bernat 


| 


in a chemi alt COMpans 


W here ( he mh! 


ompan 
mall seyment of earnings 
appendage in i i 
diversification. A 
there is no longe 
trying to compare Rebell 
even the big name 


ord 
thers 


industry, because 
basic differences among 

Basic Differences “Tenjoy the satisfaction 
Rebell finds in his Pacific 
Mutual work 
learned that no matter 


Du Pont, for instance, thi 


potent name in the industi I’ve 
now a large and increasing 
fiber. Thi 


Pont must 


how difficult the case, 
he'll be able to work out 
a Pacific Mutual plan to 
make the prospect hap- 
py-and himself too. For 
me, this is satisfaction 


in syntheti 
wide and Du 
has tremendous future pro 
Synthetic fibers, however, are 
textiles and chemicals and 
Pont can very definitely be 
fled as an important unit in the 


textile field 


that counts.” 
a field that has man 


non-chemical distribution prob Loneta Bernardoni 


lems influenced by consumer pref has accompanied het 


’ usban tio Tree 
erence. To draw conclusions fron husband to Big Tree 
Top Star Conferences 
and Pacific Mutual 


National Conven 


s between Du Pont 
which 


imilar statistic 
and Allied 
present has only a limited interest 


littl 


Chemical 


tions throughout the 


in textiles—would be of past four years 


alue. Both companies have merit 
as past history will show, but the 
investor will have a hard time t 
determine whether Du Pont or Al 
lied is the better value at a certain 
price if he uses only comparative 
tics. There are too 

bas difference 
Another example of a fi 
chemical that differ 


, is American ¢ 


from 


LIFE INSURANCE COMPANY 
PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 

° 
LIFE « ACCIDENT & SICKNESS 


RETIREMENT PLANS 
GROUP INSURANCE 


ba if chemical 


ome product rf 
been ip yraded te 
pre fitable level, the company 
an impre ive position 
chemical field through 
lal Lederle Laboratort 


Continued on page 56 
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Continued from page 55 


With 


product of thi 


a high ethical standing, the 
laboratory have 


been among the important discov 


erie ol modern clence. Once 


again th the notable contribu 


tion by Lederle to earnings, onl 
part of the job done in compat 
on American 


Pont, where 











NNUALLY, 
lowa has 
award pr 


matters 


policy ind oth 


life underwriting 


award innot ay 


Clarence J. Amstutz, CLU 


member of th 
agency since 192 


Notably effective 


Amstutz was an 








recOpnizZe d 


CInINCHc 
mayor factors of effective 


Once attained, the Hall of Honor 


n be won by the sam« 


Company 
is the 1956 Hall of Honor agent 


mber of the 19 


there is no ethical drug interest. 

[hese three companies, Du Pont, 
Allied Chemical and American 
Cyanamid, have always been clas 
diversified, well 


ified as large, 


balanced chemical companies. 


differ- 


such as the textiles in Du 


They still are, but basi 
ences, 
Pont and the antibiotic Lederle in 
American Cyanamid, are the off 
prings that have grown to size 
able 
the succes 

There is 


ered as 


youngsters in contributing to 
of the companies 
another group, consid 


semi-chemicals because & 


> 


Se aa) 
=. 


ee CO SE FE TS 














Life of 


Honor 


1931, the Equitabl 
by it Hall of 


among its field associates in 


ot produ tion, conservation ivcrape ZK 


career! 


individual, 
Youngstown, Ohio, a 


Youngstown gene ral 


underwriter Mr 
{ Million Dollar 


a career lif 


Round Table and has qualified yearly for member 


in the Equit ible I ife of lowa's Pro sident s ¢ lub, 


Ulldalle 


4 LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 


1nG7 IN DES MOINES 


more ol sai€S 


pet cent or 
otnet lines, that includes ich 


well known names as Eastman 


Kodak, Koppers Company and Ait 
Another in this group, 
well known in the chemi 
National Distillers 
entered the ranks 
with U. S. 
After the 


sever il yveurs 


Reduction 
and le 
cal field, is 

This company 
through its 
Industrial Chemical. 
nerger in July 1951 


to get the chemical 


merger 


me 
were necesasry 
init running smoothly and it still 

mall contributor to earnings 
Some more time will probably pass 
before National Distillers can be 
considered other than a_ semi- 
chemical heavily dependent on the 
highly competitive liquor business. 
Still, investors are intrigued by 
the chemical possibilities and may 
be tempted to pay far more for the 
of the 


warranted. One 


projected earning power 


company than is 


cannot possibly compare the sta- 
tistics on this company, with its 
with 


the large and diversified chemical 


limited stake in chemicals, 


companies 


Figuring Earnings 


As a suggestion, one way to ap- 
such as Na- 
tional Distillers would be to give 
division. This 
National Dis 


tillers may reach $2.10 a share foi 


proach a situation 


weight to each 


year’s earnings of 


the company, of which the chem 
ical division may contribute 50 
cents or so, that is about 25 per 
cent. If you value 75 per cent of 
the company as a distilling com- 
pany (usually accorded a low in- 
vestment rating and therefore a 
low price-earnings ratio) and 25 
per cent as a chemical (normally 
carrying a high ratio) the com- 
bined or “hybrid” ratio would give 
value for 
National Distillers. At least it is 


more realistic with the chemical 


a clearer indication of 


glamour in its proper position 
With all this discussion of the 
numerous types of chemicals and 
with the field becoming more com 
plex through mergers and consoli 
dations, an investor can become 


quite bewildered. The question 
even arises as to whether he is 
buying a real chemical stock, or a 
starlet 


dancing in the specialty 
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field or the semi-chemical arena 
Here is where it is necessary to 
give thought to the price being 
paid for a stock 

Over many vears the large, di 
versified companies have made 
such steady progress in the field 
of research and expansion of the 
product base that investors have 
been willing to capitalize the fu 
ture on a fairly rich basis. That i 
why we find Union Carbide, Allied 
Chemical, Monsanto, Du Pont and 
Dow selling at twenty-five time 
present earnings or more. They 
have not always sold at such high 
ratios, as a look at 1950 will show 
when eleven times was inore pre\ 
alent. In prosperous periods like 


the present high ratios are common 


If prosperity continues for another 


four or five vears then the present 
price of such stocks will be justi 
fied. Should we have a slow down 
in business, the investor may have 
to wait for several more years to 
have earnings reach the hoped fot 
goal of materially improved earn 
ings and dividend If one is will 
face such shifts in the bu 
outlook, an investment in a 
quality type chemical stock will, if 
precedent is any guide, pay off 
handsomely. But, remember, thi 
“if” may be bigger than it seems 
in the rosy glow of the highest 


stock prices in history, 


Glamour Girls 


The chemicals are one of the 
glamour girls of modern history 
They offer much to investors and 
pique the imagination. They can 
like other stock be over-glamor 
ized, but a little self restraint on 
the part of the investor should 
keep this element under control 

As an ever expanding, aggre 
sive egment of the American 
economy, the chemicals belong in 
every well diversified portfolio 
The hould not, however, be wor 
shipped to the point of violating 
sound investment values, since af 
ter all chemicals, in common with 

ll industry, are subject to human 
or. Such errors can be expen 
ive for investors even if the pull 
of long term value eventually 
makes up for the temporary fall 


from grace 
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a “Middleman” 


To Guy Tusurance 


We believe that the service ‘ earetully ethos ependent pro- 
fe onal in agent or be .¢ ire aed " ‘ wt mise your 


property and lability protectio ire a lew reasor 


Y The insurance agent or broker usually knows his 
clients personaliy and is therefore in the best position 
to evaluate their individual insurance requirements 
Ilis services are not restricted to office hours; whenever 
you need him, and under whatever circumstances, he 


stands ready to he Ip. 


Because he is not limited to a single company, the in- 
dependent insurance agent or broker is familiar with 
the products of many companies and can select the 
company and policy that best fits your particular 


situation. 


If there should ever be a difference of opinion between 
you and your insurance company, your insurance agent 
or broker re presents your interests in settling the 


In our 1) 4 years’ experience, we have found that there is no ade- 
quate substitute for a competent, indepe ndent agent or broker in 
ecurtig insurance protection to meet your needs and mm assisting 


you when you are it trouble 


} ‘ 
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Consulting Actuaries 
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Incentive Campaigns 


Continued from page 45 


most cases to sell a well-rounded 
program to all prospects 

At the end of the campaign, the 
sales promotion director wrote 
“Our purpose was to 
more volume and to have all of 
our ayent ell a well-rounded in 
surance program to all prospect 
Where needed this ineluded sell 


Ing casualty, fire, inland marine 


timulate 


burgiary and life insurance covy- 
erages, We are deeply grati- 
fied in being able to tell you that 
our three month campaign was 
one of the most successful we 
have ever conducted.” 

2. NEW BUSINESS. 


panies feel that if they can stimu- 


Many com 
late new busine during a cam 
paign, they can yo back later and 
ell the customers a well-rounded 
For thi 


new customers are 


program reason, and be- 
harder 


more prize points are gen 


are you CASHING IN 





You hould ini you can hy 


Jiaboulit insurance 


Claims for property damage, illne 


on the 
other 
fellow’s 
sales? 





elling Zurich-American products 


injury, or death may result 


from a defect, irritant, or imnpurity ina product. And the merchant 


who sold the product may be held re ponsible as well as the distrib- 


utor and manufacturer, 
You can offer client 
ment of legitimate claim 


capable investigating 


two imiportant extras 


ervice that 


besides fair settle- 


if you represent Zurich-American; A 


will guard against fraudulent 


claims; and an outstanding engineering and industrial hygiene serv- 


ice that will inspect, test, and analyze products for possible hazards, 


Let the Zurich-American field man help you cash in! 


~DURICH- 
AMERICAN) 


INSURANCE COMPANIES 


Zurich Insurance Company 
American Guarantee and Liability Insurance Company 


HEAD OFFICE 


135 S. LA SALLE ST 


, CHICAGO 3, ILLINOIS 


SN ee ee Tee "pee 
ik A AIR 


erally awarded during this type 
of campaign. 

A Southwestern general insur- 
ance company decided to conduct 
a new business campaign for four 
months. Since the campaign was 
to be held from September until 
the end of December, a Christmas 
theme was chosen for the promo- 
tional material. Prize points were 
awarded on dollar volume of new 
business only 

At the end of the campaign, the 
executive 


ayency supervisor 


wrote: “During the course of our 
campaign based on new business 
volume, we obtained a 20 per cent 
increase over the same period for 
the previous year. This was true 
in spite of the fact that our first 
was only 2 per 


month’s increase 


cent. The fruits of the campaign 
are still being reaped in that the 
new business showed a January 
increase of 24 per cent. We at 
tribute most of this increase to 


the campaign.” 


Gathers Momentum 


Two very important things are 
pointed out in that letter. One is 
that the 
but that it kept gathering 


campaign started out 
slowly, 
momentum. This is true of many 
campaigns when the men are par 
ticipating for the first time. As 
the salesmen start to get a few 
points their enthusiasm mounts 
After they receive their first prize, 
they try even harder. 

A second feature was the post 
results. A 
makes your salesmen sell to win 
prizes. When the 
over, they can’t stop. They learned 
how to be better salesmen during 
the campaign. They can’t forget 
all the things they learned. Of 
don’t work at the 
same pitch as during the cam- 


campaign campaign 


campaign is 


course, they 


paign, but they are always better 
salesmen and_ better 

3. LARGER POLICIES. A third 
objective that 
companies are striving for is to 


producers. 


important many 
get men to write larger policies. 
A Southern company that was in- 
terested in doing this decided to 
run a campaign on this basis: 
Prize points for each application 


and grand prizes on volume 
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In this case the grand prizes 
were selected luxuries, such as 
television sets or movie projec- 
tors. In some campaigns the grand 
prizes are all-expenses-paid trips 
to Bermuda, Havana, etc. How 
ever, it is better not to have grand 
prizes, if you have to stint on your 
regular prize budget to do it. I 
is the average man who needs in 
spiration. The men who are 
already top producers will prob 
ably win any grand prizes offered 


Increase Over Last Year 


The campaign for larger poli 
cies was for 14 weeks. At the end 
of that time, the agency secretary 
wrote: “In evaluating this 
campaign, I can give you an 
alysis of it as compared with 
year when we used another one 
your Campalpens 

“Last year’s campaign produced 
the largest amount of business in 
company history up until that 
time. This year’s campaign, based 
on the cooking theme, ‘Let’s Cook 
Up Sales,’ topped last year in al 
most every respect, so I feel we 
can call the campaign an unquall 
fied success 

“T am enclosing a data sheet 
that I have worked up for you 
comparing the 1955 campaign with 
the 1954 campaign. You will note 
in going over these figures that 
both the amount of received and 
paid business during 1955 ex 
ceeded the same figures for 1954 
by a substantial margin. You will 
note also that we had approx) 
mately the same number of agent 

Continued on page 60 








“Boy oh boy! Have we been selling the 
insurance!" 
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offers 

you a 

"1 market 
for 
retrospective 
rating 

and 
hard-to-place : 
auto lines 


Ti Check these retrospective rating advantages 


Compensation and liability plans tailor-made to serve individual 
risks, with extreme flexibility in sales, underwriting and service 
facilities . . automobile fleet, compensation, public liability 
written individually or on a consolidated plan of coverages. 
risks not otherwise qualified often eligible for rating on a 3-year 
accumulative basis or by inclusion of physical damage and cargo 
On a gross receipts or mileage basis so-called “problem” lines 
eligible for rating fast quotes, often by telephone, where de- 
tails are furnished ... effective, available engineering service 
plus experienced personal assistance by specialists available to you at 


any time. 


@ Sell the so-called “problem lines” 


If you've had to pass up profits in trucking and bus lines, find out 
what Continental has to offer. Continental is a leading under 
writer of long haul trucking lines, LPG risks, furniture movers, 
drive-ur-self, bus lines and other hard-to-place coverages. Rates 


are competitive, and where written on a retrospective basis, 
Continental's own rating formulas accurately measure the indi 


vidual risk plus other sales and service facilities not commonly 


enjoyed by all producers 


NOW...TODAY... find out how Continental can help you 
profit from large premium lines not heretofore available to you 


bor mplete detai! rite Depariment ag) 


WITITALILOLALLA A 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. « CHICAGO 4, 
ASSOCIATED COMPANIES: 
Continental Assurance Co. + Transportation Insurance Co. 
“America’s Department Store of Insurance” 





This mean that while 


Incentive Campaigns 


ses were written, those 
ases were of larger amounts taan 
Continued from page 59 in 1954. To us this is important 
because we are ever striving to 
yet our salesmen to sell larger 
ome busi ‘aSses. 
ny each of these month 
“One gnificant point I would 
like to point out is that while the 
olume U , produced it “Another very significant point 


Many Cases Paid 


1955, both ie received basis is that while fewer cases were 
and a pa ) xceeded that of written in 1955, a larger numbe1 
1954, tl num of cases con of these cases actually were paid 


cerned ¢ t " ived business is for during the campaign “ 


Agents are 
our favorite 


people 


Yes, we do play favorites. We give 
our agents every possible advantage, 
in order to make their business more 
profitable. We provide many extras 

extra value in coverages, extra 
prompt settlements, extra efficient 
service. 

You, as a PTF Agent, are im- 
portant to us and we never forget 
You can always count on the utmost 
understanding and cooperation from 
the Home Office. 

We have a sincere respect for your 
qualifications and judgment, and we 





don’t keep it a secret. Year-in and 
year-out, we tell the world — your 
customers the benefits of being 
P'T'F-insured by an independent, 


local PTF Agent. 


If you'd like to be a PTF V.LP., contact 
the Home Office now. 











PENNSYLVANIA THRESHERMEN & FARMERS 
MUTUAL INSURANCE COMPANIES 


Harrisburg Pennsylvania 
For Further Information Circle 85 on Card at Page 66 


1. INCREASED SALE OF SPE- 
CIAL LINES OR SLOW MOVERS. 
The fourth type of merchandise 
prize incentive campaign used 
very often is the campaign to sell 
a particular type of policy. This 
may be because the policy is a 
high profit item. It may be be 
cause there has not been sufficient 
coverage of this item by the 
agents, or because the policy is a 
new service offered for the first 
time. A Midwestern fund group 
insurance company decided on an 
eight months campaign to boost 
the sales of accident and health 
policies. They used a Western 
theme to promote the campaign 
Prize points were awar‘ted fo1 
dollar volume on accident and 
health policies only 

A member of the advertising de 
partment wrote, “You may wonder 
why we set no specific goal for 
our men to work towards. First, 
in many sections of the country, 
we have had little or no A & H 
ales in the past, and In some 
areas no man to push A & H at 
all. Therefore, any sale was an 
improvement over past production 
Elsewhere, A & H has always been 
one of the slowest, least produce 
tive of our lines (which is why 
we decided on a campaign to boost 
interest in it) so again the im- 
provement is noteworthy.” 


Four Objectives 


Those are only four objectives 
that have been used as the basis 
for merchandise incentive cam 
paigns. Such campaigns are also 
being used successfully to: in 
crease overall sales, introduce a 
new policy or service, obtain nev 
prospects, service current poli 
cies, recruit new employees and 
lessen amount of slump in dull 
periods. A letter from an assis- 
tant general agent of a mutual 
firm sums up the advantages of a 
merchandise prize campaign very 
well. 

“Yes! Our campaign is over 
and I am happy to tell you that 
it was an extremely successful 
one. It accomplished for us every 
thing that we had honed it would 
and more besides. This is the sec- 
ond time we have run a campaign 
such as this, and I might add that 
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our production fiigul 

tion figures ot 

did not use you e 
“In my Opinion, 1 j an ji : : ee . : ee . “ 

cempaign, for wasseement can REINSURANCE EXCLUSIVELY 

set the point Val ss. and 1e@ Si aS 7 

reas competing against himsell Fhasually . Side tity 

and no one els n 

the men can Ww 


‘ Nive /y Se Sime 


p Ores 


something P bavine .. Mie A Fines 


Advantage of Merchandise - COMPLETE AMERICAN PROTECTION 


“In a contest limited to only 


Smt ay siete | * mee AMERICAN 


defeatist attitude with which . —_ ‘ . +e WED _ 
Te aes 9 REINSURANCE COMPANY 


omeon e will beat NG} %) JOHN STREET, NEW YORK 38, N.Y 


na contest 
tne added 


ving one alesman 





t day of the « 
tremendou load of 
which, for all intent and put American Home Assurance Company 
poses, automat cally terminate 
the contest on the first day. And The Insurance Company of the State of Pennsylvania 
believe me, we ave hi that 


happen EXECUTIVE OFFICH 
el a ikl » We are sol on ‘ - : 
eae 2 1¢ On mel 59 John St... New York 38, N.Y. 


chandise incentive campaigns and 








will use them whenever the op 





portunity presents it elf.” 
What does all this 


sales manaye} Let’s eeeeeeeeeeeeeeeveeeeeeeeeeneee @ 


B. J. HARMON paces the field... 
Wins 
Silver Derby 


Ww 
war 
Life of Georgia welcomes Staff 
Manager B. J. Harmon of th 
Forrest City Arkansas, District 


to the winner circle Mr. Har 
mon achieved the compan 


see What he is thinking 


Three-Month Drive 


hink a three month me) 


centive campaign 


men 
been going 
yut thi houl 
xtra drive to 
big year 
immer is almost here and 
lot of them are interested in vac: 
tion and in fixing up the he best record as a staff manag 
during 19 In recognition 


jae wee - ont QD? 
“= _ enesne » performar ] LIA: | (ompany- 
1 Nas rece ri the company $s TY Of AAV T—AWY 

: O'S SROURGLA, 


Winning items, such as lawn 


niture and pieni 


of particular interes 


dise incentive campaign look ike Silver Derby award PR TH sinét ier 2 
a good way to get the men to pro — 


1. ! , 
duce more and to sell larger pol 


cies.” MORE THAN A BILLION DOLLARS OF LIFE INSURANCE IN FORC 
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sales briefs... 


A LINE A DAY... 


By Mel Blackburn, CPCU 


1. People are the key to all 
progre They are dynamic, not 
static. When we lose 


ple, we're through 


ight of peo 


2. Conceive an idea. Procure 


capital Get people behind you 
Produce a salable product. Estab 
lish budgets, sell and 
These 


of every busine 


minaye 
big challenges are the plot 


ucce tory 


3. Our abundant future, though 
it may be well within our grasp, 
will not be won unless we are 
aware of the implications of ou 
actions today 
1. Sincere salesmanship is the 


habit of being interested in others 


5. New 


one is to present 


rule in our shop: “No 
a problem with 
out also suggesting a solution.” 
6. Economic motives, ego mo- 
ecurity, the 
these 


tives, the desire for 
desire for new experience 
are four major forces which influ 


ence our daily work 


7. What do you think? 


&. Most people show their best 
ability when they have full re 


sponsibility 


62 


9. Sales program: create a work 


ituation that will stimulate 
yrowth; 
performance; set high standards; 
periodically performance ; 


review 
counsel and coach 
10. Here’s the what 


can we do about it”? 


problem, 


1956 business 


consumers are 


11. The gist of 
news: American 


till betting on growth. Are you? 


12. Here are the three factors 


a home office insurance executive 


———_—__— 


FERTIL ZeR | 


£ 4 J 


“Before a salesman can expect to con- 
vince his customers, Riley, he must be 
able to convince himself." 


provide opportunities for 


considers when interviewing this 
year’s crop of college graduates: 
good first impression, evidence of 
capacity to learn; evidence of be- 
ing a self-starter 


13. What do you say after a 


man says “no’ Where do you go 


from “no”? 
14. To write a million dollars 
of life lh 


am convinced that no one should 


irance in one year: “I 


allow himself, his family, his busi 
ness or his creditors to face the 
uncertainties of the future with 


out life insurance.’ Layton S. Al 


len, Greenville, Delaware. 


15. To write a million dollars 
in one vear: “Tf 
others can do it. so can I.’—M. 
Nelson Bond, Junior, Jerome Ap 
ple Compan 


of life insurance 


Baltimore. 


16. To write a million dollars 
of life insurance in one year: “J 
listen, and sooner or later, without 
any design on my part, the subject 
of life insurance comes up as a 


solution to many troubles.”’—Jo- 


eph J. Gardner, Miami, Florida. 
17. To write a million dollars 
of life insurance in one year: “I 
invariably try to give everybody a 
little more service than he is en- 
titled to, or than he might reason- 
ably expect elsewhere.”—Louis J. 


Grayson, CLU, Washington, D. C 


18. To write a million dollars 
of life insurance in one year: “I 
never hesitate to ask a man in this 
town to buy life insurance because 


I know his 


why I didn’t.’ 


widow will only ask me 
Luther J. Kuder, 


Greenville, Pennsvivania. 


19. To write a million dollars 
of life 


“Substantial cases are the result 


Insurance in one year: 
of careful planning and thorough 
presentations which are simple, 
concise, and couched in language 
easily understood.’”’—Maurice Lin 


der, New York City 


20. To write a million dollars 
of life insurance in one year: “As 
in golf, lengthen your drive by up 
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grading each prospect instead of 
pulling back.’—Harold S. Par- 
sons, Los Angeles. 


21. To write a million dollars 
of life insurance in one year: “] 
urge everybody I see to lift his 
life insurance holdings to a point 
in keeping with his _ present 
needs.”’—Elric 8. Pinckney, Aiken, 


South Carolina. 


22. To write a million dollars 
of life insurance in one year: ‘My 
procedure is to keep a list of 
twenty names of my fire and cas 
ualty policyholders on a sheet of 
paper. They are qualified life 
prospects. When a sale is consum 
mated, I replace the buyer’s name 
with another.’—Nathan Ratkin, 
New York City 


23. To write a million dollars 
of life insurance in one year: “The 
primary requisite for success in 
the sale of life insurance is a 
healthy enthusiasm for it.’——Ken 


neth Spetner, St. Louis 


24. To write a million dollars 
of life insurance in one year: “I 
invariably ask my fire and cas 
ualty clients, ‘Do you have all the 
life insurance you ever expect to 
own?’”—-Clem Tuggle, Atchison, 


Kansas 


25. To write a million dollars 
of life insurance in one year: “To 
make the yrade, I need a loving 
and understanding wife.’—Wil 
liam A. Wadsworth, Trav 
Michigan. 


26. To write a million dollars 
of life insurance in one year: 
“Constant effort among merchant 
doctors, lawvers, ilesmen, is cer 
tain to result in productive sales 

David Waldman, Jerome Apple 


Company, Baltimore 


27. To write a million dollars 
of life insurance in one year: “The 
more people I talk to about 
insurance, the more I] : 

ney Waldman, Jerome . 


pany, Baltimore. 
28. To write a million dollars 
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of life insurance in one year appropriate accident coverage in 

“There is no substitute for wear your automobile quotation. 

ing out the soles of one’s shoes 

rather than the seat of one’s 30. What better time te speak 

pants.”—Ansel Wittenstein, Hol of retirement than when a man is 

lywood, Florida. envisioning the pleasures of sitting 

on the front porch of his mountain 

29. One of the best insurance cabin or shore cottage. He has al- 

combinations is automobile and ready provided for two weeks 

accident. Include the cost of an now, how about the other fifty? 








Our hat’s off! 


... To the 134 members of our 1956 President's 
Club... aselect group of Connecticut General field 
people with outstanding records in performance 
and in quality of service to clients. 

Twenty-nine are life and qualifying members, hav- 
ing earned this honor for ten or more years. And 
forty-six have earned it five or more times. It’s an 


outstanding record ... and an outstanding group. 


We take our hats off to them. 


Connecticut General 


LIFE INSURANCE COMPANY, HARTFORD 














ownership when the child reaches 
21 vears of age 


For Further Information Circle 


Cooperative Pension Plan 


A new cooperative pension plan 


CHANGES IN 


designed to appeal to the medium 


size firm, has been released by the 


UL Mec sith 


American National of Galveston, 


s 


contracts 3 


ment plan, based upon an individ 


« 
edb baad 


! 


and, pre 


ual employee’s salary and years of 
» firm. Whether the 
employee and/or 
ompany 1 cided by the em- 
] 
piovel 


Othe requirement decided by 


Tene 


the employer include eligibility, 


i 
' 


percentage paid by employer and 
employee when both pay, and 


vhether or not the plan should be 


j at age 65 basis » new level-pre 
Non-Medical Group Plan tage 6 basis, the new Level pte een een oisven 
mium policy provides $1,000 of in 
tate Mutual Life Assurance For Further Information Circle 278 on Card 
surance which will increase each 
ha announced “(;uaranteed Is : 
ear, jumping to a constant 


95 ey | _ amount of $5,000 at age 21 Race Track “Safety Bonus” 


tain group or Further Information Circle 275 on Card A policy that permits a rate re 


or more live duction of almost one-half on acci- 


out requiring evi-  § 10-25 Yr. Decreasing Term 
dence of insural 


it 


dental injury cov- 


erage for auto rac 


Guarantee Mutual Life Com tracks with 
pany, of Omaha, Nebraska, is now 


specified safety 


Pori = r on: Or 
offering a new 10, 15, 20 and 25 features } 


Used on pension 
S been 
or profit-sharing trust ¢: pls , _ 
Year Decreasing Term policy 

i i ‘f 101 ‘ed bv ( 
ary allotment, professional asso ee : announced by Con 
lo be sold in amounts of $10, = tinental Casualty 
Clation and other miscellaneou F , ‘ sateen ania 4 
000 and over, this policy is similar oli 
groups the tem cove} fadi , ’ poll 
the company mortgage ride} cies were writte? 
vidual poli le up to a predeter that it : ’ : 
ccept lat 10 IS Issued as a Policy o | Po 4 Fag Pan . 
mined maximum limit. Plan ; ian an ; gard . ee : provi 
: Vitn no Dasic Insurance rhe pol ions Unde » new ] in rate 


able are Retirement Income 


na what the firm term ‘ en 4 ¢ 4 . ‘ 1 2 
and Life Paid Up : ; a on aie ; Lo per cent 


‘very competitive rate.” offered f several 
Jil i i } i . y ai 


To ual fo irantes 4 
I qualify fol aranteed | For Further Information Circle 27 : ; ae 
i >LY\ In in n ird 


sue, & pension o1 ofit-sharing a 
trust case must generate a volume 

of at least $100,000, have an aver- Juvenile 20-Pay Life 

age size policy of $4,000 or more A Juvenile 20-Payment Life pol 


‘ ‘ | ; } ~ ° 
and at least 80 per cent of eligible ith $5,000 minimum is now 


live mu parte Maximun being is sued by United Life and H & b) Plan to 100 Days 


issue ape Accident The form will cove) An individual or family Hospi 


For Further Information 79 on Card 


For Further Information cle 4 0 children from age 0 (unde ix tal and Surgical Plan by Gulf Life 
month through age 14. pay daily hosy 1 benefits for 
Full benefits are provided from sickness or in les up to 100 day 


Youth Estate Builder 


A new ordinary Juvenile po 


issue except for insured the firm has 


i l¢ s than six months old when one Also covered l ne licy are 


the “Youth Estate Builder,” has quarter of face amount is paid in miscellaneou iospital expenses 
been released by the Prudential to case of death during first policy for sickness r injuries from two 
meet the need f parents whi veal lull benefits then start at to ten times daily hospital benefit 
wish to give their youngsters at the end of the first policy yea These expenses include X-rays, 
an early age the benefits of build Written on United’s juvenile pol laboratory tes blood transfu- 


] 


Inge an insurance estate icy form, the coverage has the ad sions, ambulance and drug 


Issued at ages 0-14 on a paid-up vantage of automatic transfer of The hospital maternity benefit 
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pays an amount equal to ten 


times the daily room limit, and No SHERLOCK needed to detect 


emergency hospital treatment fo1 


injury pays up to two times daily 
hospital oom lent. ¢ theate the Superiority 


within 48 hours after ; 


Fo Far tno Ce 80 oan in SALES PULL { 


Major-Minor Medical 


vim tmnt ANICO 
{ 7 he of : > J / 


of group comprehen 
medical expense insurance . ; we 

scieaie titeabend tu Won on target of public demand” plans 

B a" e 4 i The sales record proves the point 

aS iC aesign ot Lie policies 1 

to pay 80 per cent of the exce vt PREFERRED 99 PLAN—a low-cost, high cash- value protection 
reasonable medical care expense (One third of sales currently on this plan.) 

over an out-of-por ket deductible 

of $50, subject to a maximum pa} NON-CAN plans and Major Medical. Complete line of Loss of 

Time and Hospital and Surgical policies. With the industry's 


nt of $5,000 or $10,000 rg 
repeal Mee newest features and provisions 


comprehensive provides, in a 
gle package, protection agains ANICO CO-OP PENSION PLAN 


virtually all types of medical care * Designed for the small employee group 
expense for both major and mino) Priced for the small employee group 
illness SPECIAL MTG. PLAN—covers death or temporary disability 

These standard plans may be Something new in this big field 
offered to groups of 25 lives and 
larger. Included is the idea of Complete Sub-Standard consideration. Franchise. Bank Draft 
coinsurance in addition to the de 
ductible 

Le ders! M 


(ripliop if Z [ct 


For Further Information Circle 281 on Card 


more to share in fut 


Coverage for Rainy Vacation 


Vacation Rain Insurance, 


REPRESENTATIVES © BROKERS © SPECIAL BROKERS 


unique coverage to protect the 
vestment made in 


Vacations, 18 now 


being offered in 


the U. S. by Fire 


COORDINATOR OF SALES 


Re 


man’s Fund Group 


A TLAAALLALARAA AA MARE Lidl 


The new protec 


| 
| 
Hn 


ny) 


tion will be writ 


ten on 100 popular } ‘ | C 
ee a 1@ NSURANCE Co. 
tr Premiun will range fro GALVESTON, TEXAS 


$10 for $100 per week for 


saad AMERICAN NATIONAL 
)} 


. 
OVER 3's BILLIONS OF INSURANCE IN FORCE 


weeks to a maximum of $60 fo ee - — 


$300 per week for four week 


Vacation Rain reimburses the TIME! LIDE> Developed for the insurance industry by an insurance 
{ man 


ured when excessive rain 
during a given number of i of TIMESLIDE, a precision instrum 


rl | wines » trreteet metnod of sec 
the vacation The re i tne vidae the lastest meé hod of s¢ 


number of days on wh count, short rate and pro rata 

tions, under annual policie 

USED WORLDWIDE 
n Ex 


excessive rain during 


vacation, the larger the 
pand 


of the total amount of oll nate 4 - ¢ ONLY 
For Further Information irele 282 on ure ‘ ; , $4.75 


plus postage 


Home Offers Tenants Policy 
The Home Insurance ha i! 15 DAY FREE TRIAL 
nounced that it is now offering in if request is made on your | fern cry. | TIMESLIDE COMPANY, INC. 
a ataittaicea aa | 80 John St., New York 38, N. Y. 


Complete in 





Continued on page 66 
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EES 


YOUR CLIENT’S 
confidence is YOUR 


most valuable asset! 


e Where property values 

are in question, always 

refer your client to 

a nationally known 

reliable appraisal firm. 

THE 

LLOYD-THOMAS 
co. 


4411 Ravenswood Avenue, Chicago 40, IIL 


Kirst for Factual appraisals 
since 1910 Hl 
a 


OFFICES COAST TO COAST 4 
et icteemmmint aa leaiandimel 


e Fire @ Theft @ C.A.C. @ 





® Collision @ V.S.1. (“‘Skip’’)e 
e A. and H. @ Contents 


e Credit Life @ 


for dealers, 
owners, 
\ finance factors 


write for brochure today: 
25% Brokerage 


EARLE W. DAY 2 CoO. 


406 BEACH DARN ST. PETERSBURG FLA 


Contracts and Policies 


Continued from page 65 


New York state the new tenants 
form of policy recently issued 
through the Multiple Peril Insur- 
Rating Organization. This 
broader protection is equivalent 
to the company’s Home Owners B 
form without building coverages, 
said the Home. 


ance 


For Further Information Cirele 28% on Card 


New Perpetual Policy 

Dwellings of frame construction 
located in protected territory are 
now eligible for perpetual insur 
ance in the Philadelphia Contribu 
tionship for the Insurance of 
Ifouses from Loss by Fire 

The company has revised _ its 
underwriting schedule and is pre- 
pared to accept larger limits than 
previously on combustible roofs 

Dwellings eligible under the new 
include homes 


coverage private 





WHAT THE NUMBERS MEAN 


If you would like more infor- 
mation about one or more of the 
policies or lines reviewed here, 
circle on the card between these 
pages the number or numbers 
following those items. Write your 
name and address on the card 
and drop it in the mail. 











with restrictions as to number of 
boarders and size of professional 
offices therein, private garages 
and outbuildings, stores in dwell- 
ings (frame and masonry), and 
hospitals, churches and_ schools 
(masonry only). 


for Further Information Cirele 284 on Card 


All-Risk Mercantile Block 


A Mercantile Block policy, de- 
scribed by the company as “an 
indivisible package providing pro- 
tection for wholesale and retail 
entrepreneurs,” has been issued by 
Security - Connecticut Companies 

An all-risk type, multiple-peril 
coverage, the pdjicy is designed to 
give merchants the same all-inclu 
sive personal propert, protection 
previously restricted to a few 


classes labeled “inland marine” 


such as jewelers, furriers, bailees 


“hazardous” 


and equipment dealers, said the 
companies. 
Open to any non-manufacturing 
business risk, the coverage pro- 
tects all 


United States as well as in tran- 


stock anywhere in the 


sit in the U. S. or Canada against 
all risks of direct physical loss 
with certain exceptions. 


For Further Information Circle 2865 on Card 


Contracts and Policies Notes 

Jankers National Life has re- 
duced the minimum policy size on 
the Ten Pay Life Reducing Pre- 
mium plan from $50,000 to $25,- 
000 when issued at ages one 
through twenty. 

Dunbar Life, Cleveland, Ohio, 
has increased its retention limit 
on a single life from $3,000 to $5,- 
O00. 

Fireman’s Fund Group has an- 
nounced the availability in most 
states of a trip baggage and per- 
sonal effects rider which may be 
with the 


issued concurrently 


firm’s Trip Accident policy. The 
all-risk type coverage protects val- 
ues from $250 to $2,000 for three 
to 180 days. 

Great Southern Life has liber- 
alized writing of military risks in- 
cluding enlisted men in lower four 
pay grades, military personnel in 
marine corps and submarine ser- 
student 
Iixcepted are persons 


vice, and pilots and 
pilots. 
alerted for service abroad in haz- 
ardous areas 

Indianapolis Life has increased 
from three to three and one-quar- 
ter per cent the interest paid on 
funds in the premium deposit 
fund. 

Mutual of New York has elim- 
inated or reduced extra premiums 
for about 93 per cent of the 547 
occupational classes 
it covers under individual life pol- 
icies. 

Prudential has announced the 
inauguration of an “automatic” 


premium payment system for 


monthly payment policy-holders 
who have checking accounts with 
banks. 


holder need only 


Under the plan a policy- 
authorize Pru- 
dential to draw monthly checks on 
his account to cover the premium, 
and obtain the bank’s approval to 
honor such checks. 
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PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


Mercantile Biock Explained 
Loyalty Group’s latest pamphlet 
block 


coverage and the rules and rating 


explains the new mercantile 
procedures applicable to the form 
Written in 
vle, the publication 


question-and-answe! 
tells 


COV ered 


what 


kind of property i under 
the policy, who are not eligible for 
coverage and why, what other in- 

irance is permitted, and whether 
property Is covered in transit 


On the back cover is a mercan 


rating plan work sheet, 


ile blo 
filled o1 ample computatior 


of the; un ate Loy 


alty Gro ip 


} 
Is ofte 


pamphlet free of 
charge 


For Further Information Cirele 60 on Card 


Ledger Safe Checks Fire Damage 


A brochure on 


with advantages of ‘on the spot’ 


a ledger tra) afte 
fire protection for important ree 
ords and convenient active filing 
for reference or posting has been 


Diebold Ine 


witn 


announced by 


large vVvivel 


Equipped 
casters, the unit has a cover coun 


terbalanced by a method which pe 
mit it to be opened o1 closed in les 
than three 


seconds with almost no 


effort, 


aid the company 


leatures of the 
ability 
variety of tray vies for any 


include ommodate a 


kind 
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id adjustability 
counterbalanced and 
tray 
(irele Ol 


Further Information 


Mobile Files Run on Tracks 


The mobile storave arrangement 
Dolin Metal 


make pe ible 


recently anim inced DY 
Product lr 


to eight 


in the form of fi 


more row 
le 
Din with 


according to the com 


pac t 


Further taformation 


CPCU Exam Answers 


1955 hi 
Ame} Can ly 


Liabilit 


compo 
neen 
Prope riv and 
All 
included 
Chis 
wers | 
upplement 


rials av: 


aml 


Information 


ript 
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INSURANCE 


USE REPLY CARD 
ON THIS PAGE 


For additional free information on one 
or more of these items, detach the reply 
card. Circle on it the number or num 
bers corresponding to the figures listed 
after each item in which you are inter 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail 

This reply card is not an order blank 
It merely tells the supplier that you are 
interested in rec eiving without obligation 
more information about his product or 


publication 








Heer 

adding ma 

id Tarrant Mant 
ompany 


Vi semi-automatic mult 


permit tne pl ntin 


added to the line 


nine pro 


i 


ur 
, 


and answer on the 


vo line ald the 


enes 


ipacit 


ofr further lLufermation 


low to Use Classified Ads 


I ' Out Bu brie 


Lit ified Ad 
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manual Deng 


imon that 
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Continued on page 
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Products and Services 


Continued from page 67 


YOUR HOME Accompanying each of many re- 

AWAY FROM 1° (@),¥,0> productions of classified ads is a 
description of the results obtained 
by various companies. Each de- 
scriptive quote is complete with 
name and address. 


The booklet also points out how 
these ads can create interest among 


We suggest that you think of American United Life as 
your “home away from home’’—in terms of a second 
company for your surplus business, or for business your tained over a long period, and get 
own company does not accept. fast action from a $3 investment. 
SUBSTANDARD BUSINESS—American United Life For Further Information Cirele 66 on Card 
iS a Specialist in writing rated business, as high as 5 : 
times normal mortality. , Write wales Lapdesk 

A new stationery item called 
SPECIAL POLICIES—American United Life has a Lapdesk will permit writing, draw- 
complete portfolio of contracts: low net cost and low ing or figuring anywhere—regard 


prospects who never knew of a com- 
pany’s existence, keep interest sus- 


net payment—rateable; special option investment type less of lack of table or desk. Man 
contracts; major medical and non-can disability; and ufactured by Thompson Manufac 


many others turing Company, Lapdesk mea 


sures 14 by 11 inches. 

Ms {p> > “e » aes ery ac “s 
GROUP — American United Life can offer you practical Light, portable and compact, the 
assistance in the group field—assistance built on a flex- item is made of 14 tempered ma- 
ible attitude in underwriting, selling and merchandising sonite. The nickel plated bracket 


group coverage of every kind. may be adjusted at any desired 
* 
You'll find American United Life always willing to 


apply to your problems its wealth of experience and 
know-how 





AMERICAN UNITED LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS ® FLEXIBLE OPTIONS * LIFE INCOME * LOW NET 
COST SPECIAL * UNIQUE JUVENILE * GROUP INSURANCE * GROUP RETIREMENT 
* PENSION TRUSTS * MAJOR MEDICAL * NON-CAN DISABILITY * SPECIAL 
ISTS IN THE FIELDS OF SUBSTANDARD UNDERWRITING AND REINSURANCE. 





ce Le 


Lapdesk 


HARRY 8S. TRESSEL & ASSOCIATES 
Consulting Actuaries 
10 S. LA SALLE STREET CHICAGO 3, ILL 
HARRY 8. TRESSEL, M.C.A. Ww. P. KELLY 
M. WOLFMAN, F.S.A. M. KAZAKOFF 
N. A. MOSCOVITCH, A.S.A. E. K. GREEN in the bracket fits the leg just 
Franklin 24020 above the knee 


For Further Iaformation Cirele 67 on 


angle with the patented ad pustable 


chain and spring device. The curve 








Frank E. Gerry Frank F, Savage “Fire A Dangerous Friend” 
MILES M. DAWSON & SON, INC. A filmstrip designed to teach 


. li A , children and young people the 
Consuming aenmantes causes of fire and ways to prevent 


1014 Hope Street 154A Newbury Street it has been released by Filmstrip 
Springdale, Conn. Boston 16, Mass. ee 





“Fire—-A Dangerous 
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Friend” takes the viewer on a tour “Vacation Safety,” a ten-minute the question - and - answer publica- 
of the average American home and sound motion picture. The vaca tion explains concisely why the 
grounds, pointing up chief danger tion-bound employee is informed writing of specific flood coverage 
spots. how to avoid hazards of travel, is not a feasible insurance under 

Insurance companies, concerned camping and strenuous athletic ac taking. Some subjects mnsidered 
with setting up an effective fire tivities and how to handle his re include soundness of a flood in 
prevention program in their com sponsibilities to his family irance program, value of a man 


For Further Information Circle 70 on Card datory system, and position of the 


Federal government 


Feasibility of Flood Insurance male ee tons: <n 


Is Insurance Against Floods and 

Flood Damage resuible?” is the Safe Driving Must Be Taught 
le of a pamphlet recently issued Allstate has released a new pam 

by the American Insurance Associ phlet “Safe Driving Must be 

ation Taught.” Prepared by the accident 
Based upon engineering studies, Continued on page 70 


munities, will find the strip an aid 


in enlisting cooperation of local $ 5 OOO 
schools, according to Filmstrip 2 , 


House e ce 
For Further Information Cirele 68% on Card Minimum 


Major Medical Expense Booklet ; 
A 33-page booklet “Major Medi- WHOLE LIFE NON PAR 


cal Expense Insurance” ha been 
—A brand new version of our long famous 


released by the I S Chamber of 
Guaranteed Maximum Protection Plan which means — 


Commerce as ; upplement to a 
185-paye book, ““A Look at Moder: 
Health Insurance,” published by the FOR YOUR CLIENTS FOR YOU 
National Chamber in 1954 

The booklet is a composite of 
four chapters by industry leade 
“Origin and Development” is by A 
M. Wilson, assistant vice president 
and manager of Liberty Mutual; 
“A Dynamic Group Coverage” by SAMPLE RATES PER $1000 
Edmund B. Whittaker, vice pre 
dent of Prudential; “Today’s In Age 25 35 45 55 65 
dividual and Family Policies” by 
J. F. Follmann Jr., general man 
ayer of the former Bureau of Acci Annual “$13.11 | $18.29 $26.99 $42.07 $68.76 


Premium 





dent and Health Underwriters; and 











“Outlook and Social Significance” 

by Henry S. Beers, president of the FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 
Aetna Life BALTIMORE * CHICAGO * CINCINNATI * CLEVELAND * COLUMBUS © DETROIT 
For Further information Comte OF on Card HARTFORD * HONOLULU * LANSING * LOS ANGELES * MINNEAPOLIS * NEWARK 


PHILADELPHIA ¢ PITTSBURGH * PORTLAND * SAGINAW * SAN FRANCISCO 


Booklet, Film on Safe Vacations SEATTLE * SPOKANE © WASHINGTON, DX 


A handy booklet for employees or Also licensed in Arizona, Delaware, Idaho, Virginia, and West Virginia 
prospects is “Have a Good Time,” 


recently issued by the Nationa THE 

Safety Council. Through text and 

illustration, the pamphlet tells how MAK U FACTURE RS 
to enjoy the vacation an om 

back to the job safe and sou INSURANCE LIFE COMPANY 


Following the ame theme 
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Here’s the sound approach 


to a value-minded buyer 





‘ep osmmers Agency and Claims 
4 Service Cost. These are 
points about auto insurance that 
buyers are checking more closely 
than ever before. 

And who are these buyers but 
informed, money-wise car owners 
who recognize that many agents 
and companies compete for their 
business on the basis of better 
values—iam protection, service and 
SAVINGS 

You can be certain that they are 


posted on the competitive situa 


tion in the auto insurance field. So, 
it’s your move; particularly if the 
spread is widening between the 
number of them you’ve sold—and 
those you should have sold. 

Why not find out how our auto 
insurance facilities can be used to 
mect some ot the competition you 
face for preferred classes. We write 
a full-standard coverage policy 
backed by a grade of service that 
you'd expect from a topflight 
agency mutual company operating 


nationwide. 


0 Cealousbfiaid, 


INSURANCE COMPANY 
INDIANAPOLIS 7, INDIANA 
Western Department: Omaha 2, Nebraska 


FIRE « CASUALTY «© AUTOMOBILE © INLAND MARINE 
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Full CASUALTY Figures 


The Spectator’s 1956 “Handy Chart” appears thi 
month (June) giving the first complete financial 
exhibits for both stock and mutual casualty in 


Irance compante 


ORDER YOUR COPY NOW 


for prompt delivery. $3.00 


PHE SPECTATOR, Chestnut & 56th Streets, Philadelphia 39, Pa. 
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EXECUTIVE VIEWPOINTS . 





| These Monthly 
Imprinted Especially For You To Create Prestige: 
INSURED PENSIONS . . . EM- 
PLOYEE BENEFIT PLAN REVIEW ... NET AFTER TAXES . . 
BUSINESS SECURITY . . . INSURANCE BUYERS NEWSLETTER 
Write for Sample Copies 

CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 
180 W. Adams Street, Chicago 3, HL. 


Letters Are 








Products and Services 


Continued from page 69 


prevention division of the company, 
the publication describes a plan of 
action to aid the high school driver 
training program. 


For Further loformation Cirele 72 on 


Cabinet with Hidden Vault 


A new combination cabinet with 
a hidden vault has been introduced 
by the Precision Equipment Com 
pany. The vault is doubly protected 
by a combination lock and outside 
door with built-in flat-key lock. 
In the unit are two letter-size 
each gliding on ball 


Hidden Vault 


bearing rollers, fitted with spring 
compressor follower blocks. In ad 
dition there a card drawer and 
a storage compartment with adjust 
able shelf and built-in lock 


For Further Information Cirele 73 on Card 


Microfilms Save Library Space 
How microfilms of current peri- 
odicals conserve library storage 
detailed in a publication 
by University Microfilms, entitled 


“The Problem of Periodical Stor 


pace | 


age in Libraries 

Following the explanation is a 
list of titles currently offered in 
cluding MeCa 
Age, Reader’ Digest, Saturday 
Evening Post and U. S. News and 
World Report as well as THE SPEC- 
TATOR. Subscription to the micro- 


Magazine, lron 


film is limited to subscribers to the 
although the backfile 
runs listed at the end of the publi 


cation may be purchased regardless 


paper edition, 


of subscription status 


For Further Information Cire 
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Insurance Executives Bookshelf 


Three A & H Handbooks 


Three health and accident hand 
books designed for use in home 
office and field force education 
programs have been released by 
the former Health and Accident 
Underwriters Conference (now the 
Health Insurance Association of 
America) 

Prepared under direction of the 
conference education committee, 
the books constitute major revi 
sions of earlier handbooks by the 
organization. “Primer of Acci 
dent and Health Insurance” con 
tains material for the A and H 
agent including policy provisions 
and contract, agency laws, and 
claims. 

“Selling Accident and Health 
Insurance” deals with qualifica 
tions for and methods of selling 
Aand H. “Underwriting Accident 
and Health Insurance” discusses 
subjects such as misrepresenta 
tion, uninsurable occupational 
groups, and deductibles and coin 
Surance, 


For Further Information Cirele 75 on Card 


Life Firms in Real Estate 

What has been the experience of 
life companies with investment 
in commercial real estate? A re 
cent book by H. Wayne Snider en 
titled “Life Insurance Investment 
in Commercial Real Estate” an 
alyzes 1231 parcels of commercial 
real estate owned by 20 life firm 

The sample was checked to de- 
termine the manner in which the 
parcels—acquired at a cost of 
more than $800 million—were pur- 
chased, the types of property 
bought, and the net rate of return 


realized. Careful attention was 


given to lease provisions, espe 
cially the nature of options ae 
corded leasee 

Published by Richard D. Irwin 
for the S. S. Huebner Foundation 
for Insurance Education, the vol 


ume is designed to interest real 
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attorneys, and banks 
nose respon 
life Insurance 


For Further lonformation Circle 


Office Subjects Listed 


The 12th annual bibliograph 
of articles and publi 
ing with office management ha 
been publi hed by the National 
Office Management Association 

Office subjects from absenteeism 
to work implification are covered 
in the 48-page publication. Almost 
2 000 book and articles are | 
inder some 250 headings with 
tle, author, publishe page rete} 
ence and date of publication 


For Further Information Cirele 77 on Card 


Lloyd's on Commodity Handling 


\ reference work for guidances 
of surveyo! hippet insure? 
Inland and ocean Carriers, steve 
dores and othe concerned with 
handling or marketing of commod 
ithe ha been announced by the 
Maritime Association of the Port 
of New York 

“Lioyd’ NUPVE Handbook,” 
published by Lloyd’s of London 
deal with commodity loss and 
damage, and treatment of dam 
aged goods in three comprehensive 
chapte) Part one is Surveys on 
Damaged Goods; part two Origin 
of Damage, and part three Com 
moditie Loss and Damage. Ap- 
pendix includes weights and mea 

ires and test tables 


For Further Information Circle 78 on Card 


Actuarial Proceedings 

“The Proceedings 1955-56 of The 
Conference of Actuaries in Pub 
lic Practice’ provides more than 
500 pages of actuarial material 
prepared in readable form, a 
cording to the conference, “for the 
benefit of the insurance industry 

Papers included in the volume 
ver topics such as automobile 


Continued on page 72 








Will you get 
your Social 
Security benefits? 








A veteran Washington news man exam 
ines the Social Security system, concludes 
that several million Americans are pay 
ing yearly for “benefits” they ll never 
receive Every intelligent wage earner 
hould read this book 

Cleveland Plain Dealer 


SOCIAL SECURITY, Fact and 
Fancy by Dillard Stokes 


in ali ite RoOries 


Available at bookstores everywhere 


$4.00 





q Henry Regnery Company - Chicago 4 
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by acts and services 





multiple line operation 


An outstanding development of recent times in the insur- 
ance business is the spread and growth of multiple line 
underwr#ing through integration of Fire and Casualty 
operations. Economy, efficiency and the strengthening of 
the agent’s selling position in today’s stern, competitive 
market are compelling reasons for this. 


Being in a position to handle all of a client’s insur- 
ance, Fire and Casualty, in one group of companies makes 
strong appeal in simplicity and convenience and broadens 
the agent's sales potential without substantially increasing 
his sales expense. This is based on the theory that an 
agent's best prospects for additional sales usually are the 
clients he has on his books. 


The Fire and Casualty companies of the Commercial 
LC nion Ocean Group form an ideal combination wherein 
the agent can obtain the advantages of co-ordinated un 
derwriting Long experience and keen understanding of 
hire and Casualty insurance are valuable assets of out 
Management and Underwriting Departments. 


You will find it profitable to represent the companies 
of the Commercial Union—Ocean Group whose “Endorse 
ment of the Local Agent by Acts and Services” includes 
provision of up-to date progressive multiple line facilities. 


Commercial Union The British General The Commercial Union 
Assurance Co Lid Insurance Co. ltd Fire Insurance Co 


The Ocean Accident & The California Insurance The Palatine Insurance 
Guarantee Corp. Ltd Company Company Ltd 


American Central Columbia Casualty Union Assurance Society 
Insurance Company Company Limited 


¢ is / 
if 

Ml Wb bis 
ih 


COMMERCIAL UNION — OCEAN GROUP 


UAL tre, 


i HEAD OFFICE + ONE PARK AVENUE + NEW YORK 


ATLANTA CHICAGO SAN FRANCISCO 





THE OLDEST INSURANCE 
THE COMPANY IN THE WORLD 
PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 
ARE BUILDING 
FOR 
THEMSELVES 


EXCELSIOR 


en eyaaeuse w.Y. 55 FIFTH AVE., NEW YORK 











Executive Bookshelf 


Continued from page 71 


insurance, the new fraternal code, 
electronic processing, equity an- 
nuities, social security, and public 
employee retirement systems. 

Also contained in “The Proceed- 
ings” is a 250-page book section 
on “A Critical Analysis of Trustee 
and Insurance Company Admin- 
istered IXkmployee Retirement 
Plans.” 


For Further Information Circle 79 on Card 


Underwriters Lab “Fire List” 

Underwriters Laboratories Inc. 
have announced publication § of 
their “Fire Protection Equipment 
List” which includes all listings 
up to January 1, 1956, and re- 
places all similar lists and supple- 
ments of earlier dates. 

This publication contains “sum- 
maries of listing card reports on 
appliances and materials which 
have been examined primarily with 
reference to fire preventive and 
fire protective capabilities, and to 
uch fire hazards and accident haz- 
ards as are involved in the groups 
in which they are listed.” 


For Further Information Circle 80 on Card 


“Automobile Repair Manual” 


The 27th edition of Chilton 
Company’s “Automobile Repair 
Manual,” original technical vol- 
ume in its field, has been released 

The manual lists repairs and ad 
justments covering every model 
automobile from 1940, and fea 
tures more than 3,000 illustrations 
and charts. It provides informa- 
tion useful both to repair shop 
worker and do-it-yourself fan 


For Further Information Circle 81 on Card 


100 Changes in Casualty Guide 


More than 100 changes mark 
the appearance of the new third 
revision of “The Agent’s Casualty 
Guide,” 

The burglary ection has been 
changed and the portion on a 
counts receivable and valuable pa 
pers completely rewritten, in what 
amounts to a new edition. 


For Further Information Circle 82 on Card 
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Product Feature: 


gen the American execu- 
tive in a more attractive, 
more efficient office is the goal of 
the Executive Furniture Guild, a 
association of 


non-profit design 


ers, craftsmen and manufactur- 
ers of coordinated equipment for 
modern business. 

Through research, the Guild has 
found that the average | 


le Be busi- 


ness man or woman lives in a 
nice home, drives a good car, but 
spends his or her working day in a 
shabby, dingy, poorly planned of- 
fice. Such surroundings, with con- 
comitants of noise and inadequate 
lighting, take an eventual physical, 
emotional and psychological toll on 


the individual. 


Art, Technology Link 


Why does the executive occupy 
an office which is not comparable 
to his At 
cording to execu- 


home or automobile? 
the Guild, the 
tive has never thought of beauty 


with his working 
that 


linked 


in connection 
He 
art and technology 


place. has not realized 


may be 
together to make offices more effi- 
cient, more rewarding, more beau 
tiful fun 

How is the Guild 


more 


Conference area in office of O. M. Earl, president of Grain Deal 
ers Mutual. features sectional sofa of gray leather with white lamps Vesk ac 
Desk area shows desk of Italian design 


on service unit behind it 


1956 


T, 
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Beauty, Efficiency Featured 


In Today's Executive Offices 


problem? Through 52 dealer mem 


bers in 52 


including three 
Honolulu, 
the Guild is selling complete, in 
office 


etting 


cities 


in Canada and one in 


tegrated, 


custom-designed 
on the entire 


offer desk oO! 


emphasis is 
The Guild does not 
draperie On sectional ofa “as 
uch 
An example of the Guild the 
on 


Mu 


organ 


aut work is hown here 


Phe 


urance§ ¢ 


thi page Grain De 


In 


“Lie! 


tual mpany 


Indianapolis more than 50 


ago recent] completed a 


¢ ¢ ‘ 


building adjacen 0 olde} 


Several of the 
remained in the 
rede 


were igne 


furniture 


Guild 


‘urniture and office equip nt 


planned to ment the 


om ‘ 
comp! 


idy dignified settings 
the pane led 
! of Guild 


off 


oO} 


essories 


tradition 


Si ee oe ae ee 


ar 


established 


ere ae 


le ean ded 


figured draperies on wal 


ee 


vidual who occupies it taking 
into consideration personality, oc- 


of 


( olor 


and, 
to 


cupation, hobbies, tastes 


course, preferences as 


and dec Ol 


Public Relations Aid 


advantages 


the 


In addition to it 


the occupant, properly 


} 
inned and attractively 


designed 
a valuable public re 

A capable and influ 
that looks the 


on the competition when 


firm part 1s 
up’ 


top-notch 
hold 


ome to attracting 


onnel and winning and 
tome! 


execu 


r the confidence of cu 
Through the pages of 
é tne 


ub 


ivazine for 


of trends in 


keep cribers 
mode) tN of 
of thi 


text 


informed 


The latest Issue pub 


complete with and 


lustrations of various 


tto those 


will be sen 


t by circling number 


a on paye 66 
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behind it and matching leather chairs 
Wainscot 


structure 


s rose beige 
who built 


pewter and carpet 


lumberman 


by 
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youngster 
fully 
equipped 
for 


Competitive plus Life rates, forms 
and policy provisions; broad under- 
writing practice, too (offering sub 
standard to 500% mortality) in the 
best of standard coverages as well 


as in such modern “exclusives” as 


Security Investment 

Whole Life Investment 

Security Protector 

Expectancy Endowment 

Juvenile Security 

Juvenile Complete Security 
Liberal schedule with 
brokerage appeal, plus a bonus sys- 
tem that could be offered only by a 


commission 


truly agent's company 


Why not inquire? 
Write direct to 


SECURITY: 
CONNECTICUT 
LIFE INSURANCE COMPANY 


PETER J. BERRY G. ALBERT LAWTON, C.L.U 
President Executive Vice-President 


1955 Addition to the 
SECURITY INSURANCE COMPANY 
of NEW HAVEN, Established 1841 
159 Whitney Ave., New Haven, Conn 
TTL LLALUULLL CLLR UCU MTT 





For your convenience . . 


The reply card on page 66 of this 
issue can be used to obtain addi- 
tional information about the items 
which are followed by card numbers 
in both the Products and Services 
and the Contracts and Policies de- 


partments. 











These Names Make News 


Continued from page 10 


elected a director of Security In- 
surance, New Haven, Conn. 


John J. Herd, executive vice pres- 


ident of Albert M. 


and Company, realtors, has been 


Greenfield 


elected a director of Pennsylva- 
nia Lumbermens Mutual. 

Benjamin E. Tate, board chairman 
of Raymond City Coal and 
Transportation Corp., has been 
elected a director of Union Cen- 
tral Life. 

Richard A. Booth has been named 
a director of Massachusetts Mu- 
tual Life. He is 
the Springfield 


president of 

Institution for 
Savings. 

M.S. Chenault, vice president and 
claim manager, has been elected 
a director of Iowa Hardware 

Mutual. C. E. Dakin, property 

underwriting manager, and D. 

J. Woodworth, sales manager, 
became vice presidents. 

Roscoe C. Hobbs, vice president of 
Hobbs-Western 
been elected a director of Gen 
eral Contract Corp., Bank of St. 


Louis and Washington Fire and 


Company, has 


Marine Insurance. 


Louis C. Morrell has 
been appointed first 
vice president of 
Continental Casual- 
ty. A director of the 
company, he moves 
up from second vice 
president. 


D. Herbert Beskind and William 
Mazer have been named to the 
board of directors of Eastern 

Life. Mr. 


treasurer of 


Beskind is secretary- 
Doughnut Corp. 
and subsidiaries. Mr. Mazer is 
president of Hudson Pulp and 
Paper Corp. 
Deyo W. Johnson, 
William H. Deyo and Company, 
and Edmund S. Smith, executive 
Smith 
and Company, have been elected 
Mutual 


president of 


vice president of J. E. 


directors of Lumber 
Fire 

Helen E. Batiste, Norman B. Hous- 
ton, Charles H. Matthews and 
John W. Rice are newly elected 


directors of Golden State Mu- 
tual Life, Los 


Morales, executive vice 


Angeles, Calif. 
Eduardo 
president of the Pan American 
3ank of Miami, and R. Kirk Lan- 
don, vice president of American 
sankers Life, 
elected to the 


were recently 


board of Amer! 
can Bankers Life Assurance 
Ralph W. Ervin, 
second vice president of Fidel- 
ity Mutual Life 


was financial secretary. 


Jr. was elected 


Formerly he 


C. G. Eldridge, man 
ager of the person- 
nel department of 
American Surety 
Company, has been 
elected a vice pres- 
ident. 


Allen L. 


treasurer and assistant manager 


Lindley has been named 
Investments 
New York. He 


sistant Manager 


of securities and 
for Mutual of 
was formerly as 
of securities 
Robert E. Aker 


pointed superintendent of agen 


was recently ap 
cles for Security-Connecticut 
Life, New 


viously he served as Minneapolis 


Haven, Conn. Pre 
district manager for a multiple 
line company 

Ray E. 


pointed 


Mauger, Jr. has been ap 
executive secretary of 
Life 
Council. Formerly, he was with 
Dean C. Wolf and 


advertising agency. 


Savings Bank Insurance 


Associates, 


Robert B. Allen has been advanced 
to secretary; M. D. Dean, to 
treasurer, and Frances T. Bes- 

secretary, of 

Life, Dal- 


sant, to assistant 

Continental Fidelity 
las, Texas 

Kenneth L. McIntosh, CPCU, has 
moved up from associate man- 
ager to acting manager of the 
Louisiana Rating and Fire Pre- 
vention Bureau to succeed 
Parker A. Wiggins. 

Edward (. Graff has 
pointed assistant general man- 
ager of the Accident 
and secretary of Potomac Insur- 


been ap- 
General 


ance and Pennsylvania General 

Insurance. He will continue to 

supervise the Newark, N. J., 
branch office. 

Howard Kelley has been appointed 


THE SPECTATOR 





Superintendent of agencies for 
Shenandoah Life. He was pre 
viously general agent in Los 
Angeles for Continental Assur- 
ance 

John C. Talbot has been elected 
medical director of Pacific Mu 
tual Life. He moves up from 
associate medical director. 

Trenor F. Goodell, of the engi 
neering staff of Mutual Fire In 
spection sureau of New 
England, has been elected pres 
ident of the Association of Mu 
tual Fire Insurance Engineers 

Richard J. Thain, Jr., has been 
advanced from vice president 
and copy chief to vice president 
and director of public relations 
of Vaughan, Thain and Spencer, 
advertising. 

Harold Leonhart, president of 
Leonhart and Company, rein 
surance brokers, is currently in- 
troducing his son William to the 
insurance and reinsurance busi 
ness through the medium of a 


European tour. 


Lloyd K. Crippen, 
vice president and 
actuary of Acacia 
Mutual Life, has 
been elected a 
member of the 
board of directors. 


F. L. Cooper has been appointed 
advertising manager of New 
York Life to succeed Robert H. 
Van Beynum. Mr. Cooper was 
editor of the NYLIC news and 
public relations adviser in em 
ployee relations 

Dr. Lloyd H. Falgren has been 
named director of field training 
for Rushmore Mutual Life, 
Rapid City, South Dakota. For 
merly he was athletic director 
and head football coach of Au 
gustana College in Sioux Falls. 

Albert V. Whitehall, former ex 
ecutive director of Blue Cross 
in Seattle, Wash., has joined 
Life Insurance Association of 
America as associate director 
of health insurance 

Harry F. Brooks has been ap 
pointed director of field services 
for the American Institute for 


Continued on page 76 
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for More 


» for Better 


i 
she 


ae EA 


for Protection 


NEWEST of the multi-peril insurance forms, 
the Mercantile Block Policy insures merchandise 
stock, furniture and fixtures for retailers, wholesalers and 
distributors. MBP replaces, in ONE convenient policy, 
insurance coverages which usually require six 
or more separate policies. (1. Fire and Extended 
Coverage; 2. Merchandise Theft or 
Burglary; 3. Merchandise in Transit; 
4. Sprinkler Leakage; 5. Water 


Damage; 6. Salesmen's Samples) 


Advertising circulars, blotters and return mail 
cards are available on request for agents in 
states where the writing of the MBP is per 


mitted. Please write to 


Ainericem Ceswvclty 


SEA BIN @ . mee ee a ST Oo 


All forms of Casualty, Surety, Fire, Marine and Accident & Sickness Insurance 











THE BOURSE 


FRANK M. SPEAKMAN 
Consulting Actuary 
Associate 


E. P. HIGGINS 
PHILADELPHIA 











BROWN and RICHARDSON 
BROWN, CONRAD and RICHARDSON 
Consulting Actuaries 


Robert A. Richardsen 
CLEVELAND 


Edward D. Brown. Jr Jean Conrad 


CHICAGO 

















PARTNERSHIPS 
are ideal situations for a guaranteed life insurance 
“emergency fund” that assures continuance of control to 
surviving partners. Today, businessmen view life insurance 
as a form of “business” protection that eliminates the 
sudden disruption of the firm’s financial balance when a 


partner dies, 


PARTNERSHIPS 
can obtain “business protection” through a properly pre- 
pared “buy and sell” agreement backed up by the Colonial 
Life's Preferred Whole Life Policy. This plan provides a 
ready cash fund which allows the surviving interests “to buy” 


and the heirs “to sell.” 


) p 
AS THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 
HOME OFFICE ° EAST ORANGE, NEW JERSEY 
Richard B. Evans, President 











WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


New York Los Angeles 


Business is good—and prospects for 
the future are all favorable in the 
rapidly growing key market area of 
St. Paul. We have an opening avail 

IN 








able for the right man ready for Gen 
eral Agent advancement Write 
today National Reserve Life has 
passed the one hundred eighty million 
dollar mark of Insurance In Force and 
S A | N T s moving rapidly forward in a dy 
am expansion program from the 


Territory of Hawa from Cali 


ed U L fornia to Florida 
A Your inquiry w be treated with 


omplete onfidence—don't delay, be 

ause St. Paul offers a dazzling oppor 
For The Man Ready For General Agent tunity for profitable reward to the 

jiaht man who joins if ompany 
Success this key area! 


H. O. CHAPMAN, Pres 
S. H. WITMER, Chm. of the Board 


Malay 


NATIONAL RESERVE ideas 
LIFE INSURANCE COMPANY Junde 


TOPEKA ° siOuxX FALLS 


Strong as the Strongest Enduring as Rushmore 


These Names Make News 
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Property and Liability Under- 
writers. He has been with the 
Travelers as a multiple line ad- 
juster of life, fire and casualty 
claims. 

Dr. Thomas J. Luck, head of the 
Business Administration  de- 
partment at College of William 
and Mary, has been appointed 
director of management educa- 
tion of the American College of 
Life Underwriters. 

Charles B. McCaffrey, director of 
advanced underwriter training 
for Northwestern Mutual Life, 
has been appointed editor of 
“Query,” monthly public rela- 
tions periodical for members of 
American Society of Chartered 


Life Underwriters 


Edward J. Schmuck 
has been advanced 
from general coun- 
sel to vice president 
and qeneral counsel 
of Acacia Mutual 


Life 


Ross E. Coffin, assistant general 
manager of the Western depart- 
ment of Providence Washington 
Insurance, has been promoted to 
general manager. 

Edward B. Burr has been elected 
executive director of the Na 
tional Association of Investment 
Companies. He was formerly di 
rector of the Association’s pub- 
lic information program. 

John T. Coggins, Jr., CLU, train 
ing assistant for the Life Under 
writer Training Council, has 
been promoted to director of 
training 

Ward L. Howard of Gouverneur, 
N. Y., has been elected president 
of the Mutual Agents Associa 
tion of New York te 

Avis H. Wood has been elected 
president of the Federation of 
New York Insurance Women’s 
Clubs. Mrs. Wood is controller 
of Home Mutual Fire Insu 


ance 
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State Insurance Departments 
Continued from page 39 


Group “A,” 
developments numbered 2, 3, 4, 5, 6, 8, 9, 12, 13, 14, 15, 16, 17, 18, and 
19 in the list above. 

Group “B,” 


those changes involving policyholders directly, included the 


those changes involving policyholders only remotely, 
cluded numbers 1, 7, 10, 11 and 20. 
Scores for th 
Group “A” Ohio New York 
Total points <2 1] 20 


two departments were as follows: 
developments 
Average influence per development 0.73 1.33 
Per cent of positions of neutrality 10)‘ 20 
Group “B” developments 
Tctal points ates 10 
Average influence per development 2.0 
Per cent of positions of neutrality .. 20 


could be regarded as liberaliza 
With respect to those develop tions (numbers 3, 13, 14 and 15 in 
ments which, from the standpoint the list above 


of the 


, the following find 


insurance-buying public, ings were developed 
Ohio New York 
2 1 


Average influence per development 0.5 1.0 


Total points 


Finally, the parts played by the on the state level 
those develop &, 19 and 20) were considered. The 


ments which involved legislation 


numbers 1, 7 
departments — in 
cores 

Ohio New York 
Total points 2 10 


Average influence per development . 0.4 2.0 


Summarized, the findings were 
these 

1..The New York 
played a much more active role 
in the enfolding of the develop 
ments in New York than did the 
Ohio 
Over-all, the New 


department 


department in its state 


York 


ment’s part was between that of 


depart 


a slightly important positive force 
and a highly important positive 
force, While the Ohio department's 
role was that of a very slightly 
positive force 

2. Neither department exerted 
influence in all the developments 
The New York 


mained aloof from 20 per cent of 


department re 


the changes; Ohio’s department 
had no part in 50 per cent of them 
The New York 


was a positive force 


department 
and without 
yreat difference in degree in 
both the developments affecting 
the insurance-buying public di 
rectly and those affecting it only 
remotely The Ohio department 
contributed slightly—albeit some 


what more strongly than in its 


Continued on page 78 








American Equitable Assurance Company 
of New York 
Organized {918 

Globe & Republic Insurance Company 

of America 
Estat hed 1867 

Merchants and Manufacturers Insurance 

Company of New York 


New York Fire Insurance Company 


Corroon & Reynolds, Inc. 
MANAGER 


92 William Street, New York 38, N. Y. 




















to 


Liberal Reward 


Emery A. Huff 
Vice President and Superintendent of Agencies 
837 Federal Life Insurance Company 


168 N. Michigan Avenue, Chicago |, Illinois 
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York’s department took a neutral 


State Departments 


tand in about the same percen- 
tage of instances. Ohio’s depart- 
Continued from page 77 ment, on the average, was twice 
as willing to play a part in de- 
velopments affecting policyhold- 
over-all role—to the instituting of ers directly as in those affecting 
those changes directly affecting them only remotely 
the insurance-buying public It 1. The New York department 
did not help bring about the was a slightly important positive 
changes affecting policyholders force in those developments which 
only remotely. Indeed, its over-all may be classified as liberalizations 
part in those developments was yranted by insurers. Ohio’s de 
mildly negative. In each of the artment tended to retard 


two categories of change, New lightly uch change 


. by providing better service —through time 
gained by greater office efficiency. Just ask 
our Agency Management Service Division. 


} . 
’ The Phoenix Ins. Co. 
ni The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins, Co. 


Minneapolis Fire & Marine Ins. Co. 
Reliance Ins. Co. of Canada 


or HARTFORD crove—————— saan ahanaaeieinoeaiiaict 


Avency Management Service Division 

Phoenix of Hartford ¢ OUl 

9206 Woodland St., Hartford 15, Conn 

Please send me information on the following phases of my operations. 
Record Management Production Ideas T 
Collection Control C] Short Cuts ; 
Name 
Agency 
Street 


City Zone State 


5. New York’s department 
moved strongly to bring about the 
changes which involved legisla 
tion. Ohio’s department was a 
very mild positive influence in 
those developments 

In the course of tracing the de 
partments’ influences, I learned of 
differences in the conditions un 
der which the two bodies function 
which probably account for the 
dissimilarities in their patterns of 
influence, The principal difference 
lies in the attitudes of the legisla 
tures. New York’s legislature pro 
vides the Department of Insur 
ance with funds exceeding those 
allowed any other insurance de 
partment by several times. For 
the year ended June 30, 1954, it 
approved a budget of $2,662,842 
During the same year the Ohio 
department was granted $278,197 
The New York department, there 
fore, has the financial means with 
Which to study numerous issues 
with thoroughness 

The New York legislature, in 
fact, frequently approves requests 
for funds to finance specific re 
search projects. This capacity en 
ables the department (1) to dete 
mine for itself the problems which 
deserve its special attention and 
(2) to form opinions and make 
decisions on the basis of its own 
knowledge and thinking. Ohio’s 
department cannot regularly 
spend large sums of money on re- 
search and cogitation. Like most 
departments, therefore, it some 
times must make decisions on the 
basis of data and argument ten 
dered by representatives of the in 
surance industry, persons in the 
upper levels of the administration 
or others. 

Further, the New York legisla 
ture has endowed the insurance 
department with much prestige 
It set the department up as a top 
echelon bureau in the state’s ad- 
ministration. It charged the su 
perintendent with the enforcing 
of a powerful insurance code. It 
makes clear to the insurance in 
dustry that it regards the depart 
ment as its most respected source 
of information and advice upon 
insurance matters. Seemingly, it 
has caused the department to re- 


gard itself as possessed of both 
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} 


the right and the duty to hel; area of private commerce “di d; t will function narrowly 

shape developments within the in narily should be restricted to situ as the law of the state prescribes 

surance industry ations threatening policyholder , to enforce the law as it pe 
The Ohio legislature, con with loss through insurers’ inso ain » insurance. The depart 

versely, has provided no such vencies or dishonesty, supplies the ment’s participation in develo] 

spurs to aggressive and indepen- insurance department with money ments not directly relating to the 

dent action. It values the insur and tatus sufficient to support basic areas of responsibility men 

ance department chiefly for it little activity beyond tax yathe! tioned above will be sporadk un 

part in the collecting of the vari ing, periodic examining of insu dertaken rather reluctantly upon 

ous Insurance taxes. By designat ers and Investigating alleged in pecial request from within the 

ing the department a division of proprietie of companie and industry, the administration o1 

the Department of Commerce, it agents can anticipate that the de other source 

assigned it to a subordinate posi 

tion in the administration It 

seldom seeks the department’s ad 

vice or opinions. In short, it holds 

steadfastly to the theory that an 

administrative body’s function 

the administering of laws, not the 

articipating in the makine of Sales Reco ds Go 

=" ya 


laws or the shaping of busine P 
development \\e 
« pmet!r x : " ’ TOPSY-TURVY 


Conclusion 


the: conditions usde ~ with American-Progressive s 


pth epee a i” A & H Policies 
perintendents to 1 L their pow a 


/ 


in new direction from time 


time. Ohio comm ioners are 
Hospital—Surgical 


similarly inspired 
Miedica 4 Specialty 


‘ 


Generalization on the 


data applicable to only two ob 


nadine xsl ibaa ae eg pet POLIO-CANCER & DREAD CHILDREN’S CAMP 
ever, feel the conclusion elOV DISEASES POLICIES INSURANCE 
to be warranted. 


1. The legi lature which rea 


sons that the peculiarities of the NATIONAL GUARDSMAN’S ROUND-THE-CLOCK 
insurance business require that . ACCIDENT POLICY TRAVEL INSURANCE 


be very closely supervised by 


powerful authority and therefore 





equips the insurance department 


with a strong insurance code 





a pln Pia staeseait a PHYSICIANS’ & SURGEONS’ EXPENSE POLICY 


yrestige can expect ipervision 
I | , pays: $3-$6 for doctor's calls; $150-$300 for surgery 
which will include the helping te depending upon plan chose 








shape regularly and ubstan 





tially—major developments affect 


ing insurance. Under such condi BROKERAGE BUSINESS ACCEPTED 


tions the department will partici 


/ 


pate actively in the bringing abo 


of new insurance cove Write or call for Information & Literature 


practice It will ac ‘ orce - 
ia WEN 


perechesersisnsadbaga= so lsit AMERICAN PROGRESSIVE 


cian wetlee: alent: aabiebaliied HEALTH INSURANCE COMPANY OF NEW YORK 
directly 

y The levi 

on either of indifferen 


belief that interference 


92 Liberty Street, New York 6, N. Y. 
WOrth 2-0832 
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Company News 


Continued from page 32 


Germantown and Clermont Co- 


operative Fire Insurance and 


will continue operations under 


and Colum 


Relief Asso 


the name Dutche 
bia Patron ire 
Clation 
Equitable Life Assurance has 01 
yanized two new home office de 
Ordinary insurance 


will be 


partment 


administration unde) 


Karl T. Helsel, newly appointed 
Methods 
headed by 


second vice president. 
research will be 
David Harris, 
Fire Association of Philadelphia 
stockholders 
crease in capital stock from $8, 
000,000 


manager. 


have voted an in- 


(representing KOO O00 
of $10 par) to $12,000, 
200,000 


shares 

QOO (representing 

shares of $10 par). 
Maine Fidelity Life has 
business in 
Maryland. Nevada 
Pennsylvania. 


been li 
censed to do Dela 


ware, and 





REINSI 


of North 


le ading in 


Insurance Company 
America is the nation 
dependent market for reinsurance 
Phe position it holds in this field 
and the make 
a continuing relationship advanta 


tability it maintain 


lo you 
With 
the North America Companies pro 


yee 
t ae 


capacity and experience 


vide diversification and. strength 


Insuran 


Philadeiphia Fire 


Protect what you have © 





} ° aa 
A continuing 


REINSURANCE DEPARTMENT 


NORTH AMERICA COMPANIES 


6 Company of North America 
Indemnity Insurance Compar 


nd Marine Insurance Company 


RANCE 


relationship 


s of dealing with 
s oldest and largest stock 
fire insurance Company 


and the advantage 
(America 
We invite you to discuss your Re 


insurance with us 


Write or 
ance Department. Or, if you use the 
Broker 


your proble Ins 


requirements 
te lephone our Reinsur 
ervices of a Reinsurance 
isk him to diseu 
with us 


f North America 
Philadelphia 1, Pa 
Rittenhouse 6-7900 








STOPWATCH SERVICE 


When a quick decision is needed to validate the life 


underwriters’ “play”, 


f (, 2) 


the 


easy access to authority materially 
improves his scoring chances. 


With the home office close enough 
to respond by the clock instead of 
calendar, the 


Home Life 


agent's special sales and service 
problems are solved in a jiffy. 


Our 


concentrated area of opera- 


tions and compact agency organi- 
zation create a friendly climate for the growth of 


policyholders 


good will and fieldmen’s good fortune. 


THE HOME LIFE 


INSURANCE COMPANY OF AMERICA 
Daniel J. Walsh, Pres. * Executive Offices: Phila., Pa. 
Security and Service Since 1899 


London 
first 


Lloyd's has 
Kansas City branch office, 
J. K. Seear (USA) Ltd. Ingolf 
H. Ek. Otto will manage the new 
facility 
eral 


opened its 


along with his own gen 


agency for domestic com- 


panies 
Michigan Surety Company has 
been acquired by the Insurance 


Mat k 


Corporation of America. 


H. Kroll will head the firm 
Peerless Insurance has opened a 
Dallas, Texas, 
Hartwell Abright, 


serve as 


branch office in 


under J who 
will resident vice pres 


ident. 


Property Owners Mutual, St 
Minn., has 


Colorado for a vear by the Colo 


Paul, 


been suspended in 


rado Insurance Department for 


violation of Colorado statutes 


concerning the filing of policie 


with the Department and for 
statute 


ignature of poli 


violation of the requir 
ing counte} 


cies by Colorado residents 


Life and 
Life, re 
Southwest 


Southwest American 


(ruaranty National 
cently merged as 
American, are beginning bu 
\mer 


with net a ts of 


ness at present Southwest 
offices 


more than 


ean 
$1,400,000 with over 
$12 million life in force. 
S. Life, New York City, 
conduct future operations more 
independently = of 
Casualty R. H. Belknap, presi 
dent }. S. Life, has 


Continental 


resigned 
his post as first vice pre ident 
of Continental Casualty ind a 
| ~ 


representing Con 


substantial proportion of 
Life directors 
tinental interests are being re 
placed with representative New 
York business executives 
DIVIDENDS: Quarterly 
Life, $.25 a share payable June 
15 to stockholders’ of 
Old Republic Insurance, 
share payable May 15 to 
stockholders of May 5; 
field Companies, $.5 a 
pavable at close of business 
March 9. Other—Fire Associa 
tion of Philadelphia, 12 per cent 
stock dividend payable May 14 
to stockholders of April 


a ine 


( ylonial 


record 
June 4 
$.20 a 
spring 


share 


record 
27 and $.55 a share payab! 


to kholders of record 
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Building Facts 


Continued from page 33 


Kingston, Pa. Landau and 
Landau, general agents for Edu 
cators Mutual Insurance, recently 
moved into newly constructed of 
fice building. The one-story build 
ing has 27 by 70 foot office, year 
round air-conditioning and a 1600 
square foot parking lot in reat 

Raleigh, N. C. Occidental Life 
Open house April 21 for new home 
office building. 

Albany, Ga. Independent Life 
and Accident 
district office building expected by 


Completion of new 


August 15. One-story, 4,875 square 
foot structure. Architects: Kemp, 
Bunch and Jackson. General con 
tractor: A. C. Stamford, Inc 


Atlanta, Ga. Insurance Com 
pany of North America. New set 
vice office opened on May 15 
Faced with brick and limestone 
one-story structure provides more 
than 8,000 square feet of space 
with facilities for second floor 
when Builder Wesley 
Associates for Ivan Allen, Jr 
Architects: Wells and Taylor 


needed. 


Miami, Fla. American Casualt 
of Reading, Pa. Branch manage) 
and staff moved into new modern 
quarters, March 15. Two-story, L 


shape building 


Park Ridge, Ill. All American 
Life and Casualty Dedication of 
new general office building on 
May 18. Of Georgian 


architecture, red brick 


colonial 
building 
contains %,000 square feet of floor 
Architect W Me 
Caughey and Associate 


space, 


( ity, Mo. Missouri 


Federation Con 


Jefferson 
Farm Bureau 


struction begun on. three - stor, 


concrete, brick and teel office 
building to house Farm Bureau 
Life and Farm Mutual 
Builder: Roy Scheperle Construc 


tion Co 


Bureau 


St. Louis, Mo. Employers Mu 


Mutual! 


tual Fire and Employer 


June 1956 


Liability, branch othce Leased 
about two-thirds of third floor of 
new Siteman Building, now under 
construction Included are 20 re- 
served parking spaces in build- 
’ parking 


own four-tiered 


ture 


Salem, Ore. State Farm Mutual 
Purchased 26-acre site for Pa 
cific Northwest branch 
tion will begin in 1957. When com 


Construe 


pleted, building will house 800 


employees 


Dallas, Texas. State Farm Mu 
tual Purchase of site for new 
Tract of 


north otf 


expanded Texas office 
>.7 acres is two miles 


firm’s present location 


Long Beach, Calif. Swe 
Crawford. Completion of two 
story modern building in frame 
and stucco expected by this month 
Contains 10,000 square feet, Archi 
tect: H 


tol Secrest and Fish 


Douglas Byles. Contras 


why depend on this .. . 


or this 


ORGANIZER 
ou ¢ tly 


Peerle exclusive “ORGANIZER 


VIZbS 


IMEPLIPIEM 


IMPLIPIER 


Imsuunce CG onfrany 
OMIT 


KEENE, NEW HAMPSHIRE 
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AUTOMOBILE © © © FIRE & EXTENDED COVERAGE 
HOMEOWNERS ©¢e — ALL FORMS CASUALTY 
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NATION-WIDE CLAIM SERVICE 
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STATE WORKMEN'S ENSURANCE FUND 
OF PENNSYLVANIA 
19 SOUTH SECOND STREET 






¢ HARRISBURG, PENNSYLVANIA 


Financial Statement as of December 31 









1955 


LIABILITIES 











Cash in Banks 





179,570.81 Legal Reserve for: 






Unearned Premium $ 650,190.00 
Bonds (Amortized Value 12,804,937.09 Compensation Claims 6,449,588.91 
Estimated Expense Investigation of Claims 372,479.45 
stocks 59,090.00 Deposit Premiums 472,857.48 
_ - Credits to Policyholders 227 256.98 

Mortgages Regular 5?,923.61 is 
Replacement Checks 4,127.82 
Ine — ‘ 2979 ¢ 
Mortdages (F.H.A 338.225 .36 Ke-Insurance Payable 4,222.50 
Meadville Housing Corp 678.05 


-~ 


Premiums Outstand: oluntary Keserves 


0 2 toe ‘ 103,253.27 Catastrophe 1,000,000.00 
Vv aays old ofr c 3,29).0/ 
Contingency 1,000,000.00 


Surplus 3,440,639.96 






91,131.01 








POTAI 





ADMITTED ASSETS $13,622,041.15 POTAL LIABILITIES $13,622,041.15 













STATE WORKMEN'S INSURANCE BOARD 








TOTAL DIVIDENDS PAID $14,620,034.93 
TOTAL LOSSES PAID $92,667 609.13 
TOTAL PREMIUMS WRITTEN $140 830,328 44 


PAID TO POLICYHOLDERS NON -ASSESSABLE 








DIVIDENDS 
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How American-Associated 





Engineers saved a manufacturer 


*1,500 per year 


...and helped an Agent gain an important new customer 


This is just one of many cases in which American-Asso 
superior countrywide service facilities and 
eagerness to serve have paid off for Producers 
Find out in how many ways we can help you. Contact 


your nearest American-Associated Branch Office 


AMERICAN -ASSOCIATED INSURANCE COMPANIES 


M 
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